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INDUSTRIAL DEVELOPMENT: Bank moves to accelerate pace (See page 38) 






This Month: 


MERCHANDISING SAVINGS by Richard C. Simkins 
STRESS: BANKING BRINGS BETTER LIVING by Arthur R. Greene 
PERSONAL TOUCH SPURS INSTALMENT LENDING by James R. Davis 
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In the time it took you to “process” the baby last 
night...our night staff processed 4,000 cash items 


Even if you’re an old hand at this sort 
of thing, it probably takes you eight sleepy 
minutes to powder, pin, and pamper the baby 
back to sleep. 

During those eight minutes, our night 
staff processes some 4,000 cash items. We 
average 500 a minute. 

This means that many of the checks 
air-mailed to us in the afternoon are available 
funds by the following morning. 

Our correspondents from coast to coast 
find this speed a very important advantage. 


You and your customers will, too. 

We’ll be happy to send you full details, 
or have one of our people drop in at your 
office in person. Call us at STate 2-9000. 


CONTINENTAL 
INDIDION OWS sesonne 


BANK & TRUST COMPANY OF CHICAGO 


Lock Box H, Chicago 90 Member F. D. I. C. 























LETTERS 








Nutty Controversy 

Sirs: The squirrel lovers of America 
are a vocal group. The Savings Banks 
Association discovered this when it 
placed an advertisement in New York 
State newspapers, picturing a squirrel 
with the caption “He’s a fraud!” The 
point made was that the squirrel, who 
puts his “savings” in a tree or in the 
ground and often forgets where they 
are, is not as wise as the people who 
deposit their savings in savings banks. 

“Really—how unfair to the defense- 
less squirrel!” one reader wrote in. 

“Must you pick on the helpless to 
appear big and wise?” another growled. 

Association officials saw in the minor 
furor convincing evidence that people 
read the ad. “And anyway,” a spokes- 
man said, “we really like squirrels. At 
least they’re savers, even if they may 
not be the wisest kind. But we like peo- 
ple even more .. . especially those who 
save regularly in savings banks.” 

Howarp D. MAcCDOUGALL, 

Director of Public Relations, 

The Savings Banks Association of the 

State of New York, 
New York 17, New York 
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An Airy Branch 


Sirs: What is believed to be the first 
air-supported financial office in the 
world was opened last month by City 
Federal, as an interim measure while 
a new permanent branch is being built. 

The walls of the new savings center 
are made of transparent vinyl material 
which lets the light in. The strong, 
weatherproof vinyl walls are supported 
by an air pressure differential of only 
four hundredths of a pound per square 
inch. Entrance is provided by a re- 
volving door which permits only a 
minimal amount of air to escape. A 
constant interior air pressure is main- 
tained by a motor-powered blower, and 
added strength is given by steel rein- 
forcing hoops. The air-dome was inflated 
in just 15 minutes. 

A genuine tropical garden replete 
with rare and beautiful flowers, plants, 
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and animal life has been installed as 
the dominant interior motif. 
ALBERT J. CALLUS, 
Public Relations Officer, 
City Federal Savings and 
Loan Association, 
Elizabeth, New Jersey 
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Mighty Wisp 

Sirs: I thought you would get a 
smile out of the attached little literary 
masterpiece. 

It was contributed by Jack White, 


just before he completed his assignment * 








as a Central National supervisor in 
bookkeeping. He is now in our mortgage 
loan department. 
J. A. Ross, Assistant Director, 
Public Relations and Advertising, 
Central National Bank of Cleveland, 
Cleveland, Ohio 
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Sans Sibilance 


Sirs: I wondered how many of your 
readers observed that the armed char- 
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acter who accosted Mr. Clutchbill in 
your May issue (Case of the Phantom 
Pistol) had special vocal talents? 

I refer to the caption under the illus- 
tration, which reads: “ ‘Put ’em up’ cut 
out of the darkness in a hiss as Mr. 
Clutchbill froze.” Try as I might I just 
can’t produce the sibilance of a_ hiss 
when I say, “Put ’em up.” Can you? 
(Ed.—I’m practicing). 

Incidentally, every issue of your mag- 
azine brings a variety of interesting 
and timely items. 

Avucust L. Morscu, 

Assistant Vice-President, 

The Howard Savings Institution, 

Newark, New Jersey 
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All Risks Extra Expense 





The broader your bank’s insur- 
ance coverage, the more certain 
you are to collect when some- 
thing happens. There are fewer 
fine-print exceptions in Scar- 
borough policies than in any 
other policies so far developed 
for the protection of banks. Our 
efforts are directed toward tak- 
ing the exceptions out of the 
fine print and converting them 
into the broadest possible cover- 
age—in large print. 


SCARBOROUGH & COMPANY 
BANK INSURANCE since 1919 


First National Bank Building 
Chicago 3, Illinois 





1 Bank in Every 5 Insures Through Scarborough — These are the coverages they buy: Bankers 
Blanket Bond ¢ *$1,000,000 Excess Fidelity @ *Excess All Risks Money and Securities ¢ *Combination 
Excess Fidelity and Money and Securities @ All Risks Safe Deposit Box @ *Transit Cash Letter @ *Bankers 
All Risk Extra Expense @ Bankers and Trustees Errors and Omissions.® *Surcharge Liability for Banks 
and Trust Companies @ *Chattel Mortgage Non-Filing e¢ Lenders Single Interest Automobile ¢ Lenders 
Single Interest Appliance @¢ *Lenders All Risks Appliance e *Lenders Boat @ *Lenders Home Improvement 
® Creditors Group Life @ Creditors Group Accident and Sickness ® Bank Employees Group Insurance. 
“Originated by or offered only by Scarborough WRITE FOR LITERATURE 
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TRENDS IN FINANCE 








Money Market Eases, 
Fed Cuts Rediscount Rate 
The Federal Reserve banks last 


month reestablished the 3% per cent re- 
discount rate as a signal that business 
money should not only be more avail- 
able but also cheaper. 

Other cuts possible. As this edition 
went to press the 3% per cent central 
bank rate posed a threat to bank busi- 
ness lending rates of 5 per cent or more, 
as well as to the open market level of 
money rates which has been gradually 
although irregularly easing since Janu- 
ary. 

The preparatory steps, as usual, in- 
cluded considerable open market pur- 
chases of Government securities which, 
combined with other factors, gradually 
moved the nation’s banks from an aver- 
age net borrowed reserve position of 
some $500 million weekly in January to 
a deficiency position of nominal amount. 
When the 3% per cent central bank rate 
was reestablished member banks were 
averaging a small amount of free re- 
serves. 

The change from 4 (in effect since 
September) to 3% per cent in the rate 
at which member banks could borrow 
funds to relend to customers was initi- 
ated with Reserve Board approval on 
June 2 by the Reserve Banks of Phila- 
delphia and San Francisco. By the end 
of the following week the lower rate 
had been adopted by nearly all the re- 
gional banks, including those of New 
York and Chicago. All of them are at 
3% now. Improvement in stock and 
bond prices was noted immediately. 

Reflects confidence. Semi-official com- 
ment on the new development in mone- 
tary policy emphasized the big change 
that has occurred in the United States 
Treasury’s operations. The Treasury is 
looking for a budget surplus instead 
of handling deficit financing to the tune 
of some $12% billion as was the case 
last year. The ebbing of inflation psy- 
chology, the increased stability of 
prices, and the waxing liquidity of 
American corporations are resulting in 
net repayments of large amounts of 
bank credit contracted in 1959. 

Also emphasized in both official and 
commercial banking comment was the 
fact that lower open market money 
rates for such instruments as Treasury 
bills, commercial paper and bankers ac- 
ceptances which had long preceded the 
rediscount rate reductions had failed to 
produce withdrawals of foreign balances 
in the United States. Indeed, on June 8, 
foreign bank holdings of short term 
United States Government securities 
reached an all-time record high of near- 
ly $5 billion, an increase since a year 
ago of over $1.1 billion. 

Central bankers not only in New York 
but in other centers are at pains to 
point out that their rediscount rate 
actions do not imply a worsening of the 
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Shrinking business demand was one of key factors in drop 


business picture which needs massive 
support through lower bank rates. Such 
an impression was created in some 
quarters by such a quick shift to a 
lower rate by so many of the Reserve 
banks. 

Demand normal. The degree to which 
commercial bank rates will be affected 
by a 3% per cent Reserve rediscount 
rate will be largely determined by de- 
mand for business credit. In New York 
such business credit has shrunk $295 
million since Jan. 1 against $376 million 
in the like 1959 period, while in Chicago 
there has been a rise (through June 8) 
of $188 million in commercial loans. 
Such reductions as have occurred in New 
York are normal in the first half of any 
year and do not signify any material 
lessening in demand. 

What appears to be significant to 
commercial bankers is that central 
banking authorities have finally made 
up their minds that the inflation dangers 
have sufficiently ebbed to justify some 
backtracking from credit restriction and 
that they are placing less emphasis on 
the once-important business of keeping 
central bank rates “in line” with open 
market interest rates. They are also 
apparently more sure of the fact that 
demand for credit from all sources does 
not promise sufficiently to outrun supply 
as to be inflationary. 
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Pension Funds Eyed as 
New Mortgage Market 

The United States Savings and Loan 
League is seeking Federal Home Loan 
Bank Board approval to permit savings 
associations to sell “participation” 
shares in conventional mortgage loans 
to pension funds, according to League 
President W. O. DuVall. 

Mr. DuVall, who is also president of 


the Atlanta (Georgia) Federal Savings 
and Loan Association, said the proposal 
would be a logical development of the 
present regulation permitting savings 
and loan associations to make, purchase 
and sell participation shares between 
themselves. 

Under the amendment sought by the 
League, a savings and loan association 
would make and service a mortgage 
loan, but funds for the mortgage would 
come from the association and a pen- 
sion fund, which would share owner- 
ship of the mortgage. 

Approval of the plan would enable 
the savings and loans to tap the rapidly 
accumulating pension fund resources, 
which now total $25 billion, and place 
them into the higher-interest paying 
mortgage field. 
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Greater Know-How Makes 
Bankers Easier Touch 


General Electric’s well-worn motto, 
“Progress is Our Most Important Prod- 
uct,” makes the ideal slogan for modern 
bank lending progress, according to 
James A. Ensign, vice-president, Citi- 
zens National Bank, Los Angeles. 

Little publicity. But, he added, bank- 
ing is relying on word-of-mouth ad- 
vertising of satisfied customers to carry 
the message to other businessmen 
rather than blasting out with an aggres- 
sive advertising campaign. More spokes- 


men like Mr. Ensign would eliminate — 


the need for any advertising. 

In his speech before the Kiwanis 
Club of Los Angeles, he pointed out 
that bankers are making loans today 
that would have been considered too 
risky 10, 15 or 20 years ago. This turn- 
about has been accomplished through 
the development of new procedures and 
techniques, such as financing of ware- 
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house receipts, trust receipts, accounts 
receivables, and the like. ' 

Better business accounting methods 
have helped bankers gain a better un- 
derstanding of the past accomplish- 
ments of a business, too. This helps the 
loan officer arrive at his decision with 
more confidence. At the same time, 
credit reporting agencies have entered 
the picture to help bankers check on 
the progress of a business and to assist 
in determining the integrity of its man- 
agement, said Mr. Ensign. 

Fewer risks. The increased informa- 
tion has given better insight into in- 
significant problems that once may have 
prevented a loan. Bankers have also 
learned how excessive risks may be 
eliminated, he added. 

Mr. Ensign then pointed out that 
bankers prefer to make unsecured loans, 
when warranted, as there is less work 
involved and greater flexibility of ac- 
tion. Prime examples of these are short 
term unsecured loans to assist busi- 
nesses in carrying their seasonal peaks 
and to permit temporary inventory and 
accounts receivable peaks. Recently, he 
continued, many customers made such 
loans to add to their steel inventories 
in anticipation of the steel strike. 

“If the business has had several years 
of profitable history, we are often able 
to arrange term loans which are repaid 
monthly or quarterly for up to three 
years or longer,” said Mr. Ensign. 

Tailor-made loans. Another class of 
problems which are more serious for 
small business than for the larger well 
established business are the problems 
relating to rapid growth. It is para- 
doxical, contended Mr. Ensign, that 
when a business is growing rapidly its 
profits do increase but the growth can 
also create financial problems, because 
the amount of increased profits after 
taxes is often not enough to support the 
company’s needs to carry constantly in- 
creasing inventories and accounts re- 
ceivables. Various loans have been ar- 
ranged to overcome these problems, and 
he went on to explain how banking has 
provided tailor-made loans to fit the 
needs of the individual business. 

In his concluding remarks, Mr. Ensign 
advised businessmen to get acquainted 
with their bank’s loan officers, even 
though a loan may not be needed at the 
time. Eventually, he added, a relation- 








Long-term trend often belies short-term fluctuations 


ship will be built up, and the better the 
banker knows you the more able he is to 
judge your merits for a loan. 

Mr. Ensign has given this basic 
speech before other groups and met with 
very favorable reception. It could cer- 
tainly serve as a valuable reference for 
similar speeches by other bankers. 
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Growth Pattern Points Up 
Validity of Soaring °60s 
Predictions for the “soaring sixties” 
are still valid despite the decline in the 
stock market, according to a bulletin 
from Hugh W. Long and Company of 
Elizabeth, N. J., national underwriter 
for Fundamental Investors, Inc. 
Steady pattern. Decrying the tend- 
ency of some investors to look ahead 
only for short periods of time, the re- 
port notes that long term trends in the 
economy can be predicted more accu- 
rately than year to year variations. The 
above chart of industrial activity during 
the “fabulous” fifties shows that busi- 
ness activity was below the normal 
growth trend for a total of five of the 
ten years, even though the optimistic 
predictions for that decade were ful- 
filled. These variations from the trend 
were reflected in temporary declines in 
stock prices equal to or greater than 
the sell-out of the past few months. 
Pointing out that the United States’ 
population is due to grow about 18 per 
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1617 Pennsylvania Boulevard, Phila. 3, Pa, 


Yes ... Studley, Shupert Trust Investment 
Council services go far beyond mere statistical 
data and generalized analyses of 
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and these assist Members in attaining the 
specific trust objectives of individual accounts; 
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of Council Membership. Write Dept. BC. 
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cent in the coming decade and that 
technical and industrial advances are 
expected to be enormous, the Long Com- 
pany estimates the following economic 
growth by 1970, assuming that the 
growth trend is no greater than that of 
the past: Disposable personal income 
to $575 billion, up $235 billion; personal 
consumption expenditures to $525 bil- 
lion, up $208 billion; gross national 
product to $800 billion, up $317 billion. 

Possibilities. Three conclusions are set 
forth in the bulletin. First, short-term 
predictions such as those which were so 
popular at the beginning of the year 
are not important to the investor be- 
cause they are merely estimates of devi- 
ations from the growth trend. Second, 
if the economy keeps growing, the prices 
of sound common stocks will reflect the 
long term trend in the future as they 
have in the past. Third, an investment 
in a diversified, carefully selected list 
of common stocks through a mutual 
fund like Fundamental Investors, 
should enable an investor to participate 
in the growth that lies ahead. 

As evidence of the validity of long 
term projections the bulletin cites a 
prediction for 1960 published in the 
early 1950’s by the National Planning 
Association of Washington, D.C. Ad- 
justed for changes in the purchasing 
power of the dollar, the projections for 
disposable personal income, personal 
consumption expenditures and gross na- 
tional product were very accurate. 
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Air Travel Club 


Airways Club, a new organization 
aimed at keeping airline passengers 
abreast of developments in air transport 
and providing them with flight insur- 
ance has opened for business at 240 
Madison Avenue, New York City. 

William R. Beattie, executive vice- 
president of Airways, said the club’s 
objectives were to minimize air travel 
risk and improve the safety and security 
of the airline traveler. It would study 
and report on private and governmental 
activities relating to flight safety, voice 
passenger objections to fare hikes and 
baggage restrictions, and work to im- 
prove airline service to passengers, he 
added. 

These benefits will cost members $10 
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with 
dollars 
tight, 
are some 
of your 
customers 
eyeing 
new sources 
of cash? 


New Brochure Shows How a Heller 
Creative Financing Plan May Help 
You Help Customers, and Make 
Profit, Too. 


Sometimes when you must reject a busi- 
ness loan, you lose the customer. When 
you refer a customer to Heller for finan- 
cing, you still may hold that customer and 
his deposit balance. Banks refer applicants 
to us because we help such customers 
grow .,. and when they outgrow our serv- 
ices, we refer them back to their bank. Loan 
officers are better prepared to counsel 
with our new brochure in hand. Ask for 
“Heller and Its Relationship With Banks.” 








One billion dollars a annually for industry 
ANA 


WALTER E. HELLER & COMPANY 


105 W. Adams St., Chicago 90 ° 342 Madison Ave., New York 17 
9141 E. Jefferson Ave., Detroit ¢ Fulton National Bank Building, Atlanta 
Walter E. Heller & Company of California, 849 S. Broadway, Los Angeles 14 





Walter E. Heller & Company, 105 W. Adams St., Chicago, Iilinois, Dept. BCH-7 
Gentlemen: (J Please send me your brochure “Heller and It's Relationships with Banks."’ 


Your Name a Title 


() Have Heller executive call on me. 





Bank 





Address. City 


Zone State 








Liisienentebines - =—-= 











July. 1960 














annually, for which they will receive 
$15,000 insurance coverage on any 
scheduled flight. The insurance coverage 
will increase by $1,000 per year until 
the member reaches the $20,000 maxi- 
mum. 

Higher coverage would also be avail- 
able to members at low rates, Mr. Beat- 
tie said. The insurance would be under- 
written by Guardian Life Insurance 
Company of America. 


4 4 Sd 


Another First 


The controversial “Open End” TV 
program on New York City’s WNTA 
has a new sponsor, Simpson Factors 
Corporation. The old line factoring firm 
has signed a contract for the opening 
30-minute segment of the popular show. 

The program features interviews of 
such celebrities as Vice-President Rich- 
ard Nixon, who discuss their views with 
producer David Susskind for as long as 
they want. Mr. Nixon was on the air 
waves for a couple of hours as the 
show lived up to its name and stretched 
into the early hours of the morning. 

“Though we may not always agree 
with the points of view of participants 
of the program, we believe there are 
enough business executives tuned in to 
make the show a valuable advertising 
media,” said Wesley Simpson, president 
of the factoring firm. He added that it 
was the first time in his knowledge that 
a factoring firm had entered into the 
sponsorship of a regular program. 

Mr. Simpson said that his company 
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David Susskind and Wesley Simpson 
sign “Open End” contract 


Factor sponsors TV show 


has been first on other occasions. Re- 
cently, for example, it launched its Sup- 
plier Services Plan, which enables a 
company to pay the $35 membership 
and sell its accounts receivable to Simp- 
son. The factoring firm takes full re- 
sponsibility for the collection of the 
accounts, charging 2 per cent of the 
net value of each order S.S.P. approves. 

The clients usually receive their 
money within 10 days of collection, he 
continued, and do not have to interfere 
with their current financing or banking 
agreements with other companies. 

More details about the service may 
be obtained from Suppliers Service 
Plan, 1411 Broadway, New York City 
18, or from the West Coast office at 77 
O’Farrel Street, San Francisco, Cali- 
fornia. 
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On Right Track 


Railroad men actually take a brighter 
view of the future for the nation’s rail- 
roads than do outsiders, according to a 
special industry issue of JIJnvestor’s 
Reader. 

Published by Merrill Lynch, Pierce, 
Fenner & Smith Inc., the 40-page book 
states that “Railroad men know they 
have problems. But a spirit of deter- 
mination persists. Developing new busi- 
ness is vital. But even more important 
is to find ways to cut expenses, for only 
economies will permit the rates needed 
to attract new business.” 

Must cut costs. Three main ways to 
affect necessary economies, say railroad 
men, are mergers, new equipment and 
techniques and improvement of labor 
practices. For nearly 40 years, the study 
points out, rail managements have 
shown decided apathy toward cost-sav- 
ing mergers. 

But recently two mergers were an- 
nounced in two days. First there was the 
C&O and the B&O, and then the Atlantic 
Coast Line and the Seaboard. Other 
merger discussions are underway. Esti- 
mated annual savings for the Coast 
Line-Seaboard duo within five years is 
$38,700,000. 

For many reasons, the study con- 


tinues, a rail merger is the most compli- 
cated type of corporate union. First the 
necessary feasibility studies are more 
detailed and searching than for other 
corporations. The rail corporate struc- 
ture in itself is exceedingly complex. 
Also there are many working relation- 
ships and much property involved. 
Secondly, there are many interested 
parties—each articulate and _ fully 
staffed with lawyers. There are the 
ICC, SEC, competing railroads, poten- 
tially the Justice Department, bond 
and stockholders, labor unions, shipper, 
passengers, and municipalities. 

Improved techniques. “A number of 
equipment changes have also brought 
substantial savings to roads. Foremost 
is mechanized track maintenance. There 
are also devices to guard against freight 
car damage such as the Servo Corp. hot 
box tracer. Another cost saver: continu- 
ous rail, welding the steel sections into 
unbroken ribbons which stretch a quar- 
ter mile or longer. 

“New freight car designs promise 
larger volume, safer hauling of current 
freight, economic transport of cargoes 
previously too expensive to move. 

“But unquestionably the biggest rail- 
road problem is labor,” the report 
adds. “Overstaffed for their decreased 
volume which at present requires no- 
where near their full capacity, the 
railroads also claim wasteful ‘feather- 
bedding’ costs them in excess of $500,- 
000,000 a year or 10 per cent of their 
total wage cost.” 

Road ahead. On looking to the future, 
the study points out that “While rail- 
roaders look to future profits they cur- 
rently rejoice in the hint of big volume 
in piggyback. And if this erupts as ex- 
pected, one railroader notes ‘the rails 
can’t help but make money’ since es- 
sentially they make money on volume. 
Thus while some piggyback business 
has been ‘stolen’ from the boxcar, 
piggyback enthusiasts maintain this 
traffic was about to leave the rails any- 
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way. More important, it has regained 
much of the traffic which had been lost 
to the highway. 

“Railroaders are particularly happy 
about the growing auto business—a sort 
of piggyback on piggyback which began 
about 18 months ago. . . . Other piggy- 
back items are radio and TV sets, elec- 
trical appliances, chemicals, sugar, plate 
glass, all freight which had just recently 
been toted over the highways. Some 
Chicago packers even piggyback pigs 
to their Eastern plants. All told the 
business is booming with a 36 per cent 
gain in nationwide piggyback traffic in 
the first four months of 1960.” 
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Business Training Game 


Management development programs 
can be stimulated with a new game pro- 
duced by Prentice-Hall, Incorporated. 

Called Executive Action Simulation, 
this new instructional device is designed 

















Tests management know-how 


to motivate potential executive person- 
nel to learn more of management pro- 
cedures through use of knowledge they 
already possess. 

The game is played by management 
teams, who decide in advance long and 
short range goals for fictitious com- 
panies that they will direct. These ob- 
jectives are based on fictitious data, but 
all of the business relationships, sales 
and otherwise, are normal business pro- 
cedures, to provide laboratory experi- 
ence in decision making. 

More details about the game, which 
was developed by Lowell W. Herron, 
may be obtained from Prentice-Hall, 
Incorporated, Englewood Cliffs, New 
Jersey. It is priced at $5 per set. 
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A.B.A. Report Discusses 
I.M.F. as World Bank 


Arguments for and against the Inter- 
national ‘Monetary Fund being trans- 
ferred into a world bank which would 
create an international money to over- 
come the shortage of gold as a medium 
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of exchange in transactions between 
countries are given in a new American 
Bankers Association study. 

Both sides of the issue are taken in 
the semi-annual report of international 
developments by the A.B.A.’s Advisory 
Committee on Special Activities. Fac- 
tual information on world economic 
trends and the United States balance 
of payments are also presented in the 
study, which was under the direction of 
William A. Mitchell, chairman of the 
beard, Central Trust Company, Cincin- 
nati, Ohio. 

Central authority. In discussion of the 
gold reserve position of the United 
States and measures such as tighter 
monetary policy and more efficient pro- 











duction to improve the international 
competitive situation with regard to 
American products, the report reviews 
proposals made by Professor Robert 
Triffin of Yale University and Dr. E. M. 
Bernstein, former I.M.F. director of re- 
search. 

Dr. Triffin argues for international 
convertibility of currencies used in 
trade and reliance on national currencies 
as international reserves. He points out 
that the ratio of world monetary gold 
stocks has fallen persistently during the 
postwar years and that the production 
of gold is not sufficient for the mainte- 
nance of adequate reserves in an ex- 
panding world economy. Therefore, he 
proposes that the I.M.F. be transferred 
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A timely report on the 


TAX-EXEMPT 
BOND MARKET 


at mid-year 1960 


Take-home income from an investment in bonds that are 
exempt from federal income taxes is greater today than it has 
been in many a year. Yields which are still relatively high, 
together with the traditional safety of securities issued by 
states, municipalities, public authorities, commissions and 
similar bodies, make them especially attractive now. Indi- 
viduals not only in the upper but in the middle federal income 
tax brackets, as well as institutional and corporate investors, 
can benefit from their purchase. 

Our Mid-Year Survey of the Tax-Exempt Bond Market 
provides important background information, discusses supply 
and demand, volume and yields, and interprets the trend and 
outlook for the tax-exempt market. 

Send without cost or obligation for this 
helpful survey now. You will also receive 
our tax chart to help you determine 
quickly the value of federal tax exemp- 
tion in your income bracket. See at a 

glance what taxable income is necessary 
to equal the tax-exempt income now 
obtainable. Ask for folder BC-70. 
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into what wovld serve as an interna- 
tional central bank to supply a new 
medium of exchange supported by inter- 
national deposits of national currencies. 
Through its credit transactions, the 
fund would create reserves in the form 
of deposits. 

Force compliance. Dr. Bernstein dis- 
agrees with this point of view. He feels 
that the plan would prevent countries 
from holding reserves in the form of 
dollars and sterling and points to the 
danger that the transfer of claims for 
dollars and sterling through the fund 
would give it the means for compelling 
compliance by the United States and 
the United Kingdom with whatever fi- 
nancial policies the fund might regard 
as necessary. 

Dr. Bernstein also maintains that it 
is not desirable to give an international 
institution the power to create reserves 
through credit operation with important 
countries bearing the obligation to pro- 
vide resources equivalent to the fund’s 
deposits they thus acquire. 

“The United States,” Dr. Bernstein 
concludes,” cannot permit a deteriora- 
tion in its own reserve position. A per- 
sistent deficit in the U.S. payments and 
a continued decline in U.S. reserves will 
make it far more difficult to retain a 
high level of world trade and interna- 
tional investment.” 

Action needed. “The U.S. balance of 
payments,” the report adds, “was in 
deficit to the tune of $3.7 billion in 
1959 and $3.4 billion in 1958, is expected 
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need specialized 


FACTORING 
FOR CANADA 


If you have a customer who is looking 
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to show another deficit of from $2.5 
billion to $3.0 billion in 1960. The reduc- 
tion is expected to result from a rise 
in exports in 1960. During the first 
quarter of 1960, exports were at the 
$18.4 billion annual level, while im- 
ports were running at the $15.7 billion 
rate. If this relationship prevails for the 
remainder of the year, the margin on 
nonmilitary merchandise exports over 
imports for 1960 would amount to ap- 
proximately $2.7 billion, compared to 
$1.1 billion for 1959.” 

“In 1960,” the study continues, “the 
U.S. is likely to have a payments deficit 
on the order of $3 billion. Only very mild 
corrective steps have been taken as yet. 
Thus far they have not proved very 
effective. Unless more effective meas- 
ures are taken, pressures for abandon- 
ment of our liberal trading policy will 
intensify domestically while abroad 
fear over the dollar’s stability may once 
again mount. While we still have time 
and a favorable climate, it would be 
most unfortunate to tumble into the 
payments pit from which we have res- 
cued so many other nations in recent 
years.” 


o ¢ ° 


Effective Communication 


All levels of management are en- 
compassed in Willard V. Merrihue’s 
new book, Managing by Communica- 
tion. 

Mr. Merrihue draws liberally on the 
practices and policies of General Elec- 
tric Company’s forthright employee and 
public communications program to pro- 
vide a practical how-to-do-it manual for 
the supervisor. Particular emphasis is 
given to the use of communication in 


| the conduct of sound and productive 


relations with employees and the com- 
munity. 

Discussions of the first-line super- 
visor’s responsibilities in conveying 
praise, censure and progress are also 
contained in this easily read volume. 


Provides practical approach 


MANAGING BY 
COMMUNICATION 





Willard ¥. Merrihue 





McGRAW-HILtL BOOK COMPANY 























It sells for $7, and can be obtained 
from the McGraw-Hill Book Company, 
330 W. 42nd Street, New York City 36. 
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Investment Facts of Life 


Banking schools and internal bank 
training programs have access to an 
excellent reference booklet just released 
by the American Bankers Association’s 
Council on Banking Education. 

Titled “Investment Fundamentals,” 
the 150-page booklet provides the basic 


Geared to banker’s needs 


facts which every banker should know 
about bonds and stocks, the markets in 
which they are traded, factors affecting 
security prices and yields, and the pat- 
tern of yields on obligations of different 
maturities, according to Everett D. 
Reese, chairman of the Council. 

This short volume avoids cumbersome 
details and gears the treatment to bank- 
er’s needs, one of the prime aims of the 
authors—Dr. William C. Freund, assist- 
ant director of economic and investment 
research, the Prudential Insurance Com- 
pany of America, and Dr. Murray G. 
Lee, director of the A.B.A. Council on 
Banking Education. 

Definitions of some common invest- 
ment terms are contained in the appen- 
dices, along with a list of more ad- 
vanced texts on the investment field. 

Further details about the booklet may 
be obtained by writing to the Council on 
Banking Education, The American 
Bankers Association, 12 East 36 Street, 
New York City 16. 
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Maek Truck Forms New 
Finance Subsidiary 


Mack Trucks, Plainfield, New Jersey, 
has created a wholly-owned subsidiary, 
Mack Financial Corporation, for the 
purpose of assuming all of the install- 
ment credit operations of the company. 

MFC will have over $150 million 
available through the medium of term 


Burroughs Clearing House 























bank loans, long-term financing, pre- 
ferred and common stock. 

The senior securities and preferred 
stock are to be placed with a group of 
leading banks and financial institutions 
during the next year. 

The transfer of all customers’ install- 
ment obligations to the new finance sub- 
sidiary is to be completed by July 1961. 


+ ° ° 


State Pension Funds 


An up-to-date breakdown of state 
pension fund investments in various 
types of securities is provided in the 
Investment Bankers Association of 
America’s new booklet, State Pension 
Funds—Digest of Authorized Invest- 
ments and Actual Investments. 

Pension officials of the 50 states par- 
ticipated in the 63-page study by sub- 
mitting annual reports and clarifying 
current legislation affecting investments 
in their areas. 

Nearly $10.2 billion has been ac- 
cumulated in the funds, including some 
$3,719,838,391 in U.S. government obli- 
gations, $3,.294.205,349 in corporate 
bonds, $1,601,827,094 in municipal 
bonds, $170,575,288 in common stocks, 
$63,822.215 in preferred stocks, and 
$1,349,118,049 in other investments. 
These totals are broken down by state, 
and the name and address of the official 
to contact for more information about 
the funds is also given. 

Priced at $1.80 per copy, the booklet 
may be obtained from the Investment 
Bankers Association of America, 425 
13th Street, N.W., Washington 4, D.C. 


° Sd ° 


Trade Meet 


The First National Bank of Chicago’s 
2nd annual International Trade Con- 
ference on June 1 was a very lively 
affair. More than 800 businessmen 
turned up to hear principal speaker 
Samuel C. Waugh, president of the Ex- 
port-Import Bank of Washington, D.C. 


Gaining in popularity 





INTER 








July, 1960 


Mr. Waugh discussed recent events 
on the international front and spoke on 
the work of the Export-Import Bank. 
He pointed out that the Bank was or- 
ganized 26 years ago, with the primary 
intent of making a loan to Russia. Since 
then, it has authorized $10.6 billion in 
loans to 70 countries, but to date not 
one dollar has been loaned to Russia. 
Seems that over the years there has 
been a problem in reaching a meeting of 
minds. 

Mr. Waugh then outlined the major 
projects that the Eximbank is partici- 
pating in, such as the export guaranty 
program and its loans to spur U.S. 
business abroad. Currently, he noted, 
the bank has lioans and commitments 
outstanding of $4.7 billion. 


4 o . 
Progress in Private 


Credit Insurance Plan 


A private enterprise plan of credit 
insurance for home modernization loans 


appears to be competing successfully | 
with the FHA Title 1 home improve- | 


ment program. 

This private insurance plan, Insured 
Credit Services, is celebrating its fifth 
birthday. It is managed by Arthur J. 
Frentz, former Federal Housing Ad- 
ministration Assistant Commissioner 
who left the FHA in 1954 after many 
years as top administrator of the Title 
I program. 

Little Risk. The financial success of 
Title I through both good and lean years 
since 1934 convinced Mr. Frentz that 
credit insurance on home modernization 
loans could be handled by private in- 
surance companies. He also believed 
there would be many benefits and ad- 
vantages to the lender by removal of 
the restrictions and red tape inherent 
in the governmental program. 

The first insurance policy was issued 
to a bank in Pennsylvania in October 
of 1955. Since then, insurance coverage 
has been extended to 117 qualified finan- 
cial institutions in 17 states, including 
Florida, New York and California. 

While the insurance departments of 
44 states have approved the plan, ex- 
pansion has been gradual and on a 
selective basis. The lenders now using 
the program have an annual loan vol- 
ume that is expected to reach $50 mil- 
lion this year. The largest bank has 
assets in excess of $500 million, while 
the smallest has assets of $5 million. 

Selective group. The insurance is 
handled through a pool headed by the 
Old Republic Insurance Company of 
Greensburg, Pennsylvania. Re-insur- 
ance is handled by three domestic com- 
panies. Combined assets of these com- 
panies exceeds $160 million. 

Before a credit insurance policy is 
issued to a lending institution, Insured 
Credit Services sends a staff repre- 
sentative to make an on-the-scene analy- 
sis to determine whether the institution 
has capable management and acceptable 
operating standards. 

Net premiums written in 1959 
amounted to over $816,000. This com- 
pares with $519,000 the previous year. 
It is estimated that net premium vol- 
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Interested — 
in Hawaii? 


Get complete business 
information from us... 


If your customers are inter- 
ested in doing business in Ha- 
waii, write to our Department 
of Economic Research. We 
would like to supply you with 
detailed information and spe- 
cific data. As a starter our com- 
prehensive information book- 
let will give you a realistic 


picture of Hawaii’s economy. 


Write to: 


FIRST 
NATIONAL 
BANK 


OF HAWAII 
P. 0. Box 3200, Honolulu 1, Hawaii 
or our San Francisco Representative Office 
Suite 601, 155 Sansome Street 
San Francisco 4, California 
Serving Hawaii since 1858 


MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


(FORMERLY BISHOP NATIONAL BANK) 
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ume in 1960.- will -exeeed $1. million. 

Of special interest is the fact that 
premiums refunded to lenders because 
of prepaid loans have averaged over 8 
per cent. Last year the total amount of 
refunds exceeded $176,000. There is no 
corresponding refund of premiums by 
FHA. 

Losses low. To date, 590 claims for 
loss totalling $465,000 have been paid, 
representing about 7/10’s of one per 
cent of the total net loans insured. 
Claims are paid by draft for the full 
100 per cent of the loss, compared to 
90 per cent by FHA. 

Numerous advantages and benefits 
are listed for the private insurance 
plan, according to Mr. Frentz. The most 
appealing to the banker is that by 
going to the conventional $6 finance 
rate as opposed to the $5 FHA rate a 
21 per cent net increase in earnings can 
be obtained. 

The plan permits loans up to $5,000 
with a maximum maturity of five years. 
All improvements are eligible, including 
wall-to-wall carpeting, complete kitch- 
en-utility room installations, swimming 
pools and patios. Paper work is cut to 
a minimum with the lender listing the 
loans he wants insured on a monthly 
schedule and attaching his check for the 
premium. 

Other benefits. The premium rate is 
geared to an incentive formula that 
rewards the lender having a low loss 
record. With average or better claim 





MULTI-USE 


For office files—and briefcase portability 
whenever complete account records are 
needed for calls on customers. ADVANCO 
Compressor-Clip (no wires, no coil 
springs) bulldog-grips 1 to 150 papers, 
easy to insert and remove. Works with 
fingertip pressure. No need for time- 
taking paper punching, so no holes that 
can tear. Tough, 25 pt. pressboard fold- 
ers. Choose red, gray or black; letter or 
legal size. Modern loose-leaf binding, 
moderately priced. 

If your stationer does not carry 
ADVANCO Punchless Paper Holders, ac- 
cept no substitutes. Write us, giving 
stationer’s name. Coupon below for your 
convenience. 





ADVANCO PRODUCTS, Inc. 

76-05 51st Avenue, Elmhurst 73, N. Y. 
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At Insured Credit 





Services, from left, Vice-Presidents R. L. Radebaugh and 


L. C. McCalluum, and President Arthur J. Frentz. 


Selectivity has been a vital factor in their program’s success 


experience a lender can enjoy an an- 
nual premium rate of 65 cents per $100. 

Insured Credit Services, Inc., located 
at 307 N. Michigan Ave., Chicago, also 
offers a Modernization Loan Advisory 
Service which includes a monthly news 
bulletin covering developments in the 
home repair financing field. More than 
200 lending institutions in 30 states 
now subscribe to this service. 
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Forecast Decline in 
"GO Investment Demands 


Demand for funds on the part of 
business, consumers and state and local 
governments will remain high in 1960, 
but still decline from the record $58 
billion in 1959, according to Roy L. 
Reierson, vice-president and chief econ- 
omist at Bankers Trust Company, New 
York City. 

In the bank’s annual study of the 
sources and uses of funds, The Invest- 
ment Outlook, 1960, he points out that 
the dip will result from drops in mort- 
gage financing and treasury borrow- 
ings. These drops will be partly offset 
by an increase in financing through 
corporate securities. 

With many banks in a tight lending 
position, he adds, loans may increase 
by only $4.2 billion this year, compared 
to $7.1 billion last year (excluding real 
estate and consumer loans). Corporate 
lending to noncorporate business _ is 
expected to pick up the slack, though, 
and advance above its previous peak. 


° ° ° 


Foreign Accounting Manual 


The National Association of Ac- 
countants has just released a new book- 
let that will benefit domestic firms that 
are having a hard time pinning down 
the profits and losses of their foreign 
subsidiaries and branches. 

Entitled “Management Accounting 
Problems in Foreign Operations,” the 





71-page booklet presents methods for 
translating foreign currency accounts 
into meaningful and useful reports for 
management. It’s based on information 
received from 51 companies operating 
overseas. 

Even though foreign operations may 
show profits in local currency, the re- 
port notes, depreciation of that currency 
has frequently caused such profits to 
undergo marked shrinkage when trans- 
lated into U.S. dollars. The drop is often 
accompanied by official devaluations, 
restriction on convertibility and use of 
preferential or penalty exchange rates. 

Techniques which yield more useful 
information on assets and liabilities 
and how they are affected by exchange 
rate movements are included in the 
report, along with methods of trans- 


Provides useful techniques 


MANAGEMENT 
ACCOUNTING PROBLEMS 
IN FOREIGN OPERATIONS 
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lation. The study also points out ways 
to minimize exchange losses. 

The report is priced at $2.50 per copy. 
It may be obtained from the National 
Association of Accountants, 505 Park 
Avenue, New York City 22. 
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Management Tools 


The American Management Associa- 
tion has just released two books that 
should be of interest to banking and 
financial officers. They cover job organ- 


An AMA Handbook 


ORGANIZING 
YOUR JOB 
IN MANAGEMENT 









by Carl Heyel 





AMERICAN MANAGEMENT ASSOCIATION 





Analyzes work habits 


ization of time, and wages and salaries. 
Organizing Your Job in Management, 
by Carl Heyel, shows managers how to 


use time more profitably. It is aimed | 


at directing tensions into productive 
channels through analysis of work 
habits to assure top-level efficiency. 

The other book, Wages and Salaries, 
is a handbook written by Robert E. 
Sibson. It provides the line manager 
with ideas and suggestions that will 
improve his performance in the over- 
all administration of the pay program. 
Basic data on job evaluation, merit 
rating, wage incentives, fringe benefits, 
and compensation for exempt and non- 
exempt employees is included in it. 

Each book sells for $3.50 to AMA 
members, or $5.25 to non-members. 
Copies may be obtained from the Amer- 
ican Management Association, 1515 
Broadway, New York City 36. 


* 4 * 


HFC Eyes College Loans 

Household Finance Corporation, Chi- 
cago, has formed a new subsidiary, 
Education Funds, Ince., 
Rhode Island, to cash in on the expand- 
ing college financing market. 

The subsidiary will furnish from 
$700 to $2,500 per year or a maximum 
of $10,000 to families wishing to send 
their children through school. Interest 


is at 5 per cent, plus a $1 monthly | 


service charge. 
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BEEN 
IN THE 


HEADLINES 
LATELY? 


Holdups are going up — good rea- 
son why now is the time to review 
your bank’s insurance program 
with your independent agent or 
broker. Ask him to explain the 
many advantages you gain with 
Banker’s Blanket Bonds (includ- 
ing special catastrophe protec- 
tion) created by National Surety 
and Fireman’s Fund—leaders 
through the years in the develop- 
ment of new and broader forms 
of coverage. Because National 
Surety is backed by the Fund of 
Experience, you can count on a 
hole-proof policy to safeguard 
your bank’s financial resources. 








NATIONAL SURETY CORPORATION 


Central Bonding Offices: 

3333 CALIFORNIA STREET, SAN FRANCISCO 
110 WILLIAM STREET, NEW YORK 

Branch Offices in Principal Cities in America 


CKnsurance Companies 


FIREMAN'S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
NATIONAL SURETY CORPORATION 
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Somewhere east of Laramie, on one of Wyoming's 





The U. S. Army Corps of Engineers is con- 
structing this operational intercontinental 
missile base in Wyoming. In front of the 
partially completed Launch and Service Build- 
ings are Col. Sidney T. Martin, in charge of 
construction, and Maurice K. Graber, a con- 
struction engineer for the Corps. 





The Atlas is powered by a cluster of liquid 
propellant rocket engines that burn liquid 
oxygen and RP-1, a kerosene-like hydro- 
carbon fuel. 192 pressure tanks fabricated 
from alloy or Stainless Steel plate at this site 
store liquid and gases—liquid oxygen and 
nitrogen and helium gases which are used 
to inject the fuels into the missiles. 


Xi 
Bere |. cael 


This is the inside of the blast pit of one of the 
launcher buildings. In all six of these build- 
ings there are 1,040 tons of structural steel, 
1,950 tons of reinforcing steel, over 48,000 tons 
of concrete aggregate, blocks and cement, 
and 8,040 tons of mechanical steel items. 
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plains, you'll find the strangest 
government housing project ever 
built. Six concrete and steel build- 
ings are being constructed to house 
Atlas missiles. The site is one of the 
operational intercontinental missile 
bases to be operated by the Strate- 
gic Air Command. This base is being 
constructed on the surface. Others 
will burrow deep into the earth. 


Generally, the missiles are all 
you ever hear or read about. Ac- 
tually, they’re only a small part of 
the missile program. Most of the 
manpower and material go into 
ground support equipment. There 
are over 11,000 tons of steel and 
over 48,000 tons of concrete ag- 
gregate, blocks and cement in the 
six launching service buildings at 
this site alone. 


United States Steel can supply 
virtually all of the material for a 
missile program — carbon steel, 
high-strength low-alloy steel, ultra- 
high-strength alloy steels, Stain- 
less Steel, steel fence, electrical 
cable, cement and wire rope. 


The success of our whole missile 
program depends upon these ma- 
terials. 





Fuel lines and process piping are Stainless 
Steel and operate at pressures up to 15,000 
psi. The pipes are kept almost surgically clean 
to prevent contamination of fuel and subse- 
quent malfunction. Vapor degreasing and 
chemical cleaning processes are used on 
the pipes. 


TRADEMARK 











United States Steel 
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BANKING NEWS 








Bank Problem Solving 
By Electronies 


Will electronic computers be able to 
assist bank managements in problem 
solving, in addition to automating the 
processing of items? 

A pioneering test to provide a pos- 
sible clue to this widely pondered ques- 
tion has been staged by NABAC, the 
Association of Bank Audit, Control and 
Operation, through its Research Insti- 
tute. 

The specific problem to be solved 
was: how should a savings department 
teller operation be adjusted to provide 
the best balance between maximum per- 
sonnel utilization and prompt customer 
service. 

A first step was to create a typical 
day’s savings operation in a hypotheti- 
cal bank, including seven different types 
of transactions. Essential ingredients 
fed into a computer included NABAC 
Research Institute fime standards for 
the various transactions, as determined 
by extensive field tests, and so-called 
“Monte Carlo” mathematical methods 
which are based on tables of random 
numbers. 

During the course of the banking 
day, “management” could vary at will 
the number of teller windows in opera- 
tion, to determine the effects. At the end 
of the day, management was given a 
detailed printed summary of the day’s 
operations containing such information 
as: 
Number of 5-minute periods that had 
customer queues at the windows; larg- 
est queue in each hour; average number 
of people in queue; maximum wait time 
of people in seconds; average waiting 





Newsmen are briefed on Monte Carlo method at NABAC session 


time in seconds; and per cent utilization 
of open windows. 

Actual banks. While the demonstra- 
tions to date have been based on a hypo- 
thetical institution, NABAC plans to 
test the Monte Carlo method on one or 
more actual banks sometime later this 
year. 

Part of the significance of this de- 
velopment lies in its potential applica- 
tion to other banking operations, such 
as proof, bookkeeping, and demand de- 
posit windows, according to Richard A. 
Byerly, the Institute’s research director 
who devised the plan. 

F. Byers Miller, executive director of 
NABAC, expects that the method will 
become a standard research weapon in 
overcoming bank operations problems. 

The difficulties facing individual banks 
in attempting to apply the new tech- 
nique are recognized by Malcolm H. 


Using hypothetical bank and Monte Carlo technique to solve 


Savings teller operation factors 


.. are fed into computer as shown 





NABAC Research Institate 


HYPOTHETICAL BANK “A” 
1, Number of savings tellers - 3 
2. Type of system - Unit (Single) 
3. Bank hours - 9 a.m. to 3 p.m. * 6 hours 


4. Expected number of transactions for the day - 600 





5. Exp hourly b oft 
9 a.m. to 10 a.m. 60 
10 il 30 
i 12 neon 60 
12 noon 1 p.m. 180 
ip.m 2 90 
a 3 190 
Total 400 


6. Types of transactions, and expected distribution by types: 
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Gibson, NABAC president and chairman 
of the Institute’s board of trustees. He 
also asserts that the good judgment of 
skilled operations personnel in the banks 
is essential to reach the best decisions, 
but he notes that the Monte Carlo meth- 
od can provide much new information 
upon which to base such operating de- 
cisions. 

More complete. “Our general plan 
for the utilization of the method in- 
cludes conversion of the process to a 
more complete form, also using an elec- 
tronic computer,” adds Mr. Gibson, who 
is also vice-president and cashier, Citi- 
zens Bank of Sheboygan, Wisconsin. 
“This will include a comprehensive 
study of the effect of changing a series 
of factors in a hypothetical bank—from 
one system to another, changing volume 
or changing the distribution of trans- 
actions by type.” 


a savings window problem 


-.. and printed summary is provided 
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The Institute was also said to be 
studying ways in which this new tool 
can be made most readily available to 
banks, regardless of the size they might 
be and individual operating problems 
they might face. 
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A.I.B. Convention 


Announcement of eight new courses 
which have been added to the curricu- 
lum of the American Institute of Bank- 
ing was made at the A.I.B.’s 58th 
Annual Convention held in Boston, Mas- 
sachusetts last month. Dr. Leroy Lewis, 
the Institute’s national educaticn direc- 
tor, told the 1,500 delegates that the 
courses will be offered to holders of 
Graduate Certificates and will lead to a 
Senior Graduate Certificate in Manage- 
ment. The A.I.B. is the educational 
branch of the American Bankers Asso- 
ciation. 

Dr. Lewis said candidates for the 
senior certificate will be required to 
take five specific courses: Bank Man- 
agement; two courses in Supervision; 
Public Relations for Your Bank; and 
Central Banking. The three other 
courses will be selected from a limited 
number of electives. 

Convention sessions were held in Bos- 
ton’s Statler Hilton Hotel. The sessions 
included outstanding talks by experts 
in the field of banking and the usual 
A.I.B. awards for debating, public 
speaking, and publicity exhibits. 

One of the many outstanding speak- 


R. H. MITTENDORFF 


M. F. DARR, JR. 








M. C. TYNDALL, SR. 


Outgoing president greets incoming officers after A.1.B. election 


ers on the program was J. L. Robertson, 
member of the Board of Governors of 
the Federal Reserve System. He warned 
the delegates that there is no magic 
formula which will allow inflation to 
exist and at the same time maintain 
the stability of the dollar. The credo of 
Federal Reserve policy, he said, is that 
monetary stability “is necessary to aid 
the growth of our economy and improve 
the standard of living for the people.” 


Basic principles. Governor Robertson 
stressed the importance of seeing to it 
“that those in whose hands our future 
rests have an adequate understanding 
of the basic principles of our economic 
system as well as the ability and in- 
clination to examine the facts before 
reaching conclusions.” The only way to 
accomplish this, he said, is through 
proper education, and it is here the 
A.I.B. performs its best service. 








Through our own offices in all 3 states, you can 
reach immediately into California, Oregon and 
Washington, covering all your Western trans- 
actions with one account in this one bank. 





SAN FRANCISCO and other California cities...PORTLAND, Oregon...SEATTLE and 
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Governor Robertson also explained 
the policy of the Federal Reserve Sys- 
tem as making available all the money 
and credit needed for both normal eco- 
nomic operation and healthy growth, 
but not so much as to induce inflation 
or so little as to cause a depression. 
“Since both inflation and deflation have 
causes other than money and credit mis- 
behavior, we cannot hope to achieve 
perfection. But our aim is to see to it 
that the boom and bust cycles do not 
arise from money and credit Causes, 


SCHOOL 
WITHOUT A 
CAMPUS 


By JOHN L. COOLEY 





A.I.B. souvenir history book 


and to moderate (within the limits of 
our power) cyclical movements stem- 
ming from other causes.” 

Top speaker. Winner of the National 
Public Speaking Contest for the A. P. 
Giannini Education Endowment prizes 
was William M. Dorr II, of Union 
Planters National Bank, Memphis, Ten- 
nessee. Mr. Dorr, as did all other con- 
testants, spoke on the subject, “The 
Banker and World Affairs,” and re- 


ceived a cash award of $500 as the first | 


prize. 

Charles A. Sarahan of Maywood, 
Illinois, an examiner with the Federal 
Deposit Insurance Corporation’s Chi- 
cago office, received the Harold Stonier 
Award which is given annually to the 
student who earns an A.I.B. graduate 
certificate with the highest average 
grades. 

The National Debate Contest for the 
Jesse H. Jones National Convention 
Debate Fund prizes was won by the 
debating team from the Philadelphia, 
Pennsylvania, A.I.B. chapter. The vic- 
tory this year gives Philadelphia two 
wins toward the three which are re- 
quired for permanent possession of the 
debate trophy. 

Members of the winning team were: 
Edward S. Keller, Girard Trust Corn 
Exchange Bank; Elizabeth W. Server, 
who is also with Girard Trust; and 
Alfred C. Achtert, Broad Street Trust 
Company, alternate. They took the 
affirmative side of the question: “Re- 
solved, That federal aid for highway 
construction should be discontinued.” 
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Gentlemen: I am interested in full details about 
the BENEFITS which International Revolv- 
ing Doors offer. Please send me complete in- 
formation about those checked: 
a ©. S58 CL) Elimination of Drafts [] Savings in 
(1) Redéced Entrance Heating-Cooling Costs 
Maintenance Costs CL) More Usable Space 
C] Better Traffic Control O ee ne Cae 
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lf you are interested in these benefits to 


BANKING OPERATION... 


Elimination of drafts ® Savings up to 25% in heating 
Greater comfort for and cooling costs 

customers and employees © Higher employee efficiency — 
Smoother, more rapid improved morale — better 


traffic flow health 
Greatly reduced entrance ® Lower cleaning and 
maintenance costs decorating costs 


yours ONLY win 


INTERNATIONAL REVOLVING DOORS! 


Just how valuable International Revolving Doors can be to the 
operation of financial institutions is shown by an impartial test 
conducted by the American Heating and Air Conditioning 
Society. This study proved conclusively that only revolving doors 
effectively check air infiltration (loss) under all conditions .. . 
and make possible reductions in conditioned air costs of up to 
25% per year, year-after-year. By checking air loss, ‘always open 
— always closed” International Revolving Doors assure draft-free 
comfortable banking quarters . . . keep dirt, dust and noise out- 
side . . . move traffic smoothly and rapidly. 


FILL IN AND MAIL THE COUPON TODAY! Get all the facts about 
the BENEFITS you receive with International Revolving Doors! 


INTERNATIONAL STEEL COMPANY 
1637 Edgar Street © Evansville 7, Indiana 
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Coshocton National Bank mural depicts early history with famous Ohio Canal scene 


Publicity winners. Three A.I.B. chap- 
ters, Los Angeles, California, Wilming- 
ton, Delaware, and Citrus Belt (Pomona, 
California) won first place in their re- 
spective classes in the Institute’s Na- 
tional Publicity Exhibit. Eighty-nine 
chapters participated in the competition 
this year and each chapter entered a 
scrapbook containing news clippings, 
programs, photographs, and other pro- 
motional material which had been part 
of its publicity program. 

New officers elected at the convention 
are: President, Milton F. Darr, Jr., vice- 


president, LaSalle National Bank, Chi- 
cago; and vice-president, Marshall C. 
Tyndall, Sr., vice-president, The Bank 
of Delaware, Wilmington. Mr. Darr suc- 
ceeds Ralph H. Mittendorff, vice-presi- 
dent, American Security and Trust 
Company, Washington, D.C. 

Each of the delegates attending this 
year’s meeting was given a_ book, 
“School Without a Campus.” Written by 
John L. Cooley, the book recounted the 
history of the A.I.B. from its inception 
in 1900, and was presented to delegates 
as a keepsake. A limited number of 
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to the quickest possible handling 
of your items. For fast, accurate 
clearing operations, depend on 
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copies are still available at $1 each and 
can be purchased from the American 
Institute of Banking, 12 East 36th 
Street, New York 16, N.Y. 

Delegates selected Seattle, Washing- 
ton, as the site of their 1961 convention. 
The sessions will be held there from 
May 29 through June 2. 
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New Lobby Attraction 


As a climax to its remodeling pro- 
gram, the Coshocton (Ohio) National 
Bank recently unveiled an 8 by 24 foot 
mural in its lobby which depicts early 
days along the Ohio Canal. The mural 
was painted by Dean Cornwell, a famed 
New York artist. 

The mural depicts a canal scene at 
Roscoe, a recently annexed Coshocton 
suburb, and shows canal boats and many 
buildings which are still standing today. 
To insure absolute historical accuracy, 
many months of research were spent on 
the project before the painting was 
started. 

The bank held a special program for 
the unveiling of the mural, and savings 
accounts were awarded as prizes to 
those attending. In addition, the bank 
sponsored a canal boat drawing contest 
for school children to help create in- 
terest in the project. 
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| Bank Completes $4 Million 
| Remodeling Project 


Completion of a remodeling job at its 
head office and the opening of a new 
division headquarters building has kept 
officials busy at the Security First Na- 
tional Bank, Los Angeles, California. 

Remodeling of the head office in Los 
Angeles cost the bank more than $4 
million and included structural changes 
to the building itself; a modern facing 
on the exterior of the first two floors; 
an almost completely new electrical 
system; installation of air conditioning; 
a complete change in the plumbing sys- 
tem; and redecorating of the first ten 
floors. The project included new light- 
ing, new ceilings, and new floors. 

The bank’s division headquarters in 
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Facing a drive-in banking problem? 
DIEBOLD has probably already solved it! 


Shown above are a few of the many thousands of Doesn't it make sense, then, to talk with your 
drive-in banking installations by Diebold. Here's | Diebold man about your drive-in banking... it 
why they can be important to you: each installa- | could well be that the answer to your problem 
tion represents the solution toa particular drive-in already rests in the Diebold file of successful 
banking problem...one that perhaps is very much _drive-up and walk-up banking case histories. 
like yours. Wouldn't it be worth while to find out? 

In Canada: DIEBOLD OF CANADA, LTD., Toronto; AHERN SAFE CO., Montreal 








DIB- 1169 


DIEBOLD, Incorporated, Dept. 8-28, Canton 2, Ohio 


Gentlemen: Please send me detailed information on Diebold Drive-Up 


banking and have your representative call to discuss our drive-up and/or | 
walk-up banking needs. | 
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Before and after shots typify big remodeling job done 


San Diego were opened for business last 
month. The three-story building con- 
tains 34,270 square feet, comprising 
three stories, and a lower level. The 
exterior of the building has been attrac- 
tively finished in granite and ceramic 
veneers which are bordered with cer- 
amic tile. 

The new division office includes a 
central bookkeeping center which will 
handle checking account bookkeeping 
operations for all but five of First Se- 
curity’s branches in San Diego County. 
All other banking services, including 
walk-up windows and safe deposit boxes 
are available at the new office. 
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Bank Seeks Executives 
With Non-Bank Experience 

Commercial Bank of North America, 
New York City, has adopted an uncom- 
mon approach to the problem of bank 
recruiting with the announcement that 
it will seek executives for high echelon 
posts who have had no previous bank- 
ing experience. Jacob Leichtman, bank 
president, says the idea behind the move 
is to employ people from outside the 
industry who are not bound by standard 
banking traditions. 

“Executives from other fields, in 


Manufacturers of 
BANK SUPPLIES & EQUIPMENT 


Inquiries Solicited 


STRAYER COIN BAG COMPANY, INC. 


NEW BRIGHTON, PA. 





New San Diego division office handles bookkeeping for most county branches 


Two phases of bank’s comprehensive building program 


transferring their energies and experi- 
ence to banking, may reasonably be ex- 
pected to have less resistance to change 
and be able to create new approaches,” 
he said. “The interplay between new 
thinking and_ established traditions 
should produce a healthy forward look- 
ing program for our bank without aban- 
doning the best of past operations,” 
he added. 

Mr. Leichtman took note of the fact 


that such changes as savings and check- 
ing accounts, and credit card programs 
have already been introduced to bank- 
ing, but he added that they were resisted 
for many years. The future of banking 
will see the addition of many new serv- 
ices, and more emphasis will be placed 
on advertising and public relations, he 
declared. 

“Because of the broadened basis of 
commercial banking, the executive out- 
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QUICK EASY ASSEMBLY 
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A Full Flap Box—Not a Tube 
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look also has to be broadened, with 
greater reliance placed upon an under- 
standing of public attitudes and popular 
motivations,” he concluded. 
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Rutgers Will Publish 
Outstanding Stonier Theses 
The first in a new series of books on 
banking has just been published by 
the Rutgers University Press. Entitled 
Monetary Decisions of the Supreme 
Court, the first volume is a thesis writ- 
ten at the Stonier Graduate School of 
Banking by Gerald T. Dunne, counsel 


for the Federal Reserve Bank of St. | 


Louis, Missouri, and a 1958 graduate 
of the school. The school is conducted 
annually at Rutgers University by the 
American Bankers Association and the 


publication of the book coincided with | 


the opening of this year’s sessions. 

The Rutgers banking series is de- 
signed to make the best work of the 
Stonier Graduate School available to 
the American banking profession. The 
studies will be recommended by the 
Stonier Graduate School, and they will 
be read carefully by one or more aca- 
demic economists prior to their publi- 
cation. 

The Rutgers Press plans to produce 
from two to four titles in the series 
each year. Other volumes in the series 
which are currently in preparation in- 
clude: The Federal. Reserve Discount 
Window; Administration in the Fifth 
District, by George W. McKinney, vice- 
president, Irving Trust Company, New 
York City; Investment Portfolio Man- 
agement in the Commercial Bank, by 
Roger A. Lyon, assistant vice-president, 
Chase Manhattan Bank, New York 
City; and Pension Trends of the Self- 
Employed, by Richmond M. Corbett, 
trust officer, Chicago Title and Trust 
Company, Chicago, Illinois. 

Individual volumes in the series may 
be obtained for $4.50 each, or standing 
orders may be placed for all volumes in 


First of series on finance 
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| serving 98 communities. 


AIR-MAIL 
FIELD SERVICE... 


at Buffalo and New York provides fre- 
quent airport pick up and delivery of cash 
letters, permitting Marine Midland banks 
to present New York State items up to 

24 hours faster. 




















LOCAL BANKERS... 


know local business conditions best — and 
that’s why Marine Midland home-town 
bankers in 98 communities can help you 
help your customers do better business in 
New York State. 


11 banks with 174 offices 


"New York State's 
first family 
of home-town banks 


The Marine Trust Company of Western New York—Buffalo ¢ ‘The Marine 
Midland Trust Company of New York—New York City © Genesee Valley 
Union Trust Company—Rochester * Marine Midland Trust Company of 
Southern New York—Binghamton-Elmira * Marine Midland Trust Com- 
pany of Central New York—Syracuse * Marine Midland Trust Company of 
the Mohawk Valley—Utica « The Northern New York Trust Company— 





| Watertown ¢ Chautauqua National Bank of Jamestown—Jamestown * The 





Manufacturers National Bank of Troy—Troy * Marine Midland Trust 
Company of Rockland County=Nyack * Auburn Trust Company—Auburn 
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the series at a 10 per cent discount. 
Further information can be obtained 
from the Rutgers University Press, 
New Brunswick, New Jersey. 
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Terrain Becomes Asset 
in Bank Expansion 


The First National Bank and Trust 
Company of Helena, Montana, has 
turned a handicap into an asset in an 
effort to supply better facilities to its 
many customers.. The handicap in this 
case is Helena’s main street which is 
romantically named Last Chance Gulch 
in honor of the pioneers who panned for 
gold there. 

When the bank decided to expand 
operations at its combination motor 
bank and parking lot, it was confronted 
with the problem of how to do it. The 
motor bank was located on Last Chance 
Gulch and could not be moved to another 
area because Montana law provides that 
a bank facility must be connected with 
the main office. On the other hand, ex- 
panding on the original site was con- 
sidered difficult because Last Chance 
Gulch is quite restricted since the walls 
of the gulch rise directly from the 
street. 

But the bank hit upon a way to add 
a second story parking facility to its 
original motor bank. Jackson Street is 
one block east of Last Chance Gulch 
and is somewhat higher than Helena’s 
main street. Thus it was decided to add 


Upper and lower decks have entrances on two separate streets 


a second story parking facility to the 
motor bank with the entrance for cus- 
tomers’ cars on Jackson Street. 

In this way the bank created a two 
level facility, with the top level used 
exclusively for parking but connected 
by a stairway to the lower level where 
banking services are provided. Custom- 
ers wishing to use the drive-in facilities 
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Patent, Copyright 
and Trademark... 


regulations are outlined in “Your Guide to Busi- 
ness in Canada,”’ just published as a service to 
American executives by Canada’s First Bank. 
Many other essential subjects, including Canadian 
taxes and company formation, are discussed. 


This booklet is one of a number of B of M publi- 
cations which may help you render broader ser- 
vice to your Canadian-minded customers. For a 
free copy write on your bank letterhead to our 
nearest U.S. office or to the Business Develop- 
ment Department, Head Office, Montreal. 


! Bank or MonrTREAL 
Canada's First Sank Coast-to- Coast 


District Headquarters: 
Halifax, Toronto, Winnipeg, Calgary, Vancouver 


SAN FRANCISCO: 333 California St. 


CHICAGO: Special Representative’s Office, 141 West Jackson Blvd. 


800 BRANCHES IN CANADA, U.S., GREAT BRITAIN AND EUROPE ° 


RESOURCES EXCEED $3,000,000,000 
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still enter from Last Chance Gulch. 
Those wishing to park drive onto the 
second level directly off Jackson Street. 

To herald the opening of the expanded 
motor bank, prizes were awarded to 
those attending, and various Helena 
auto dealers displayed new model cars 
at the installation during the grand 
opening celebration. 
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| Televised Auto Teller 


One of the latest innovations in drive- 
in facilities has been introduced by the 
Citizens Federal Savings and Loan As- 
sociation of Hialeah, Florida, at its 
Palm Springs branch. It is a televised 
teller with whom the customer transacts 
business while sitting in his automobile. 

The installation consists of a closed 
circuit television screen, a pneumatic 
tube system, and a two-way telephone 
hook-up. It is housed in an island struc- 
ture located about 100 feet away from 
the association’s new branch in the 
Palm Springs Shopping Plaza. 

According to David Stuzin, associa- 
tion president, the system operates as 
smoothly and quickly as drive-in teller 
stations that are manned by tellers “in 
the flesh.” The customer stops his car 
opposite the screen on which the teller 
is pictured. Both the teller’s booth inside 
the building and the customer’s station 
are equipped with a TV camera eye so 
that the teller and the customer can see 
each other. The two-way visual and 
audio contact is constant, and the teller 
and the customer can converse natu- 
rally. 

Pneumatic tube. Whatever the cus- 
tomer wants to pass into the inner office 
can be placed in a container within easy 
reach and inserted in the pneumatic 
tube. The customer can then watch the 
teller receive the container, complete 
the transaction, and then place the re- 
ceipt or pass book in the container for 
the return trip to the customer. 

The installation is also equipped with 
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Safe...and 
| Sortable 


Now, perhaps more than ever, checks re- 
quire protection against fraudulent altera- 


tion and counterfeiting. 


Today’s new demands on check paper also 
require improved printability and strength 
to withstand numerous passes through 


high speed sorters. 


As in the past, you can rely on La Monte 
Safety Papers to make your checks safe 
and also be assured of strength character- 


istics to make them sortable. 
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Drive-in teller innovation 


a close-up lens which enables the teller 
to examine anything in the customer’s 
hand, even a signature on a driver’s 
license. Mr. Stuzin said that customers 
at the TV window can transact any type 
of business with the exception of ar- 
ranging a mortgage loan. 

He added that the system was de- 
signed by the Chicago Bank Equipment 
Company at a cost of approximately 
$25,000. “It is the first such installation 
in the South,” Mr. Stuzin said, “and I 
understand that the only other TV serv- 
ice window in operation is in Chicago.” 

One of the big advantages for the 
customers at the new TV installation is 
that it is open 14 hours a day Monday 
through Saturday. Mr. Stuzin explained 
that the installation is open from 7 
am. to 9 p.m. to accommodate cus- 
tomers who go to work early and also 
those who may be shopping until the 
shopping center closes. “These are prob- 
ably the longest service hours offered 
by any financial institution in the 
nation,” he said. 
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Catering to Youth 


Teenagers held the spotlight at a re- 
cent three-day Young Adults’ Confer- 
ence sponsored by the First National 
Bank of Minneapolis, Minnesota. The 
conference, the first of its kind ever 
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sponsored by the bank, was an out- 
growth of the bank’s annual Finance 
Forums. 

In working out the program, the bank 
conferred with officials of the Minne- 
apolis Public School System. They sup- 
plied a panel of seven teenage advisors 
—one from each of the city’s high 


schools—and the advisors each enrolled | 


10 students for the conference. Several 
other students also registered, but be- 
cause this was the bank’s first effort, 
conference attendance was limited to 
100 teenagers. 

The program consisted of topics of 
interest to young people but was lib- 
erally sprinkled with subjects on money 
and its management. Those attending 
received tips on the proper dress for 
teenagers; the way to be a leader; and 
fashion and beauty. But they also 
learned about personal budgets; how to 
invest money; the pitfalls to avoid when 
buying and financing a car; and how 
to obtain more for your money. 

The bank considered the program 
very successful and intends to repeat 
it in September. 
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Unusual Ads Spark 
New Checking Accounts 


A series of unusual teaser ads (pic- 
tured below) was used by the Union 
Bank, Erie, Pennsylvania to introduce 
its new Pay-As-You-Go checking ac- 
counts. The “Jolly Banker,” a cartoon 
character which the bank had previously 
used, appeared in all of the newspaper 
ads. 

Four teasers featured the Jolly 
Banker slowly moving out of a door 
which was labled “New UB Service.” 
The ads were climaxed by the one pic- 
ured on the right below, which showed 
the banker beating a drum and pulling 
aside a curtain to introduce the service. 
Other advertising media used by the 
bank included radio and television, lobby 
and window displays, counter stuffers, 
and lapel buttons which were worn by 
bank employees. 

Under the Pay-As-You-Go plan, the 


Teaser ads create interest 


NOW... 


l *) it's Here! 
& Union Bank 


“Pay-as-You-Go” 
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EMBEZZLEMENTS 
COST 86 BANKS | 
OVER $8,000,000 | 

DURING 1959 


Seven Banks Suffered 
Losses of $2,331,990 

in Excess of Their | 
Blanket Bond Coverage i 








Two Banks Forced to Close 





What is the state of your bank’s Blanket Bond coverage? Has it | 
been regularly reviewed and kept up-to-date in both form and 
amount? 
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Have you, for example, minimized your chances of being under- 
insured in the event of an unusually large embezzlement loss, by 
supplementing your primary protection with an Excess Bank 
Employee Dishonesty Blanket Bond? 


— 


If you have not yet been fully informed about this inexpensive 
additional safeguard, let us know and we will be happy to have 
one of our bank bond specialists bring you the whole interesting 
story. Without obligating you in any way, of course. 
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customer is charged a flat 12-cent rate 
for each check he writes. The cost is 
charged at the time the check is posted 
at the bank. There is no charge for 
checks, services, or deposits. 
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Juicy Promotion 


The Security First National Bank’s 
Riverside, California, branch offered 
cups of “free merchandise” to the pub- 
lic during the area’s recent celebration 
of Western Roundup Days. The cups, 
however, did not contain money, but 
were used to distribute 250 gallons 
of fresh, ice-cold orange juice which 
the bank obtained from the nine pack- 
ing houses of the Riverside-Arlington 
Heights Fruit Exchange. 

“We were swamped,” Robert William- 
son, Security vice-president in charge 
of the promotion, reported. “We gave 
away 15,600 cups of juice in five days.” 
Mr. Williamson pointed out that be- 
cause Riverside and the citrus industry 
have developed hand in hand, the bank 
thought it particularly fitting to pro- 
mote the citrus industry while celebrat- 
ing Riverside’s past. 


Sd ° ° 


Coin Club Used 
To Lure Young Savers 

The Illinois National Bank of Spring- 
field has introduced a new children’s 
savings incentive program called World 





Advantages of joining coin saver club are pointedly listed 


Wide Coin Club. Purpose of the organ- 
ization is to encourage children to save 
in a manner that is both interesting and 
educational. 

According to the club plan, when a 
child opens a savings account for $2.00 
or more, he receives the following kit: 
A coin saver Club Book entitled “Coins 


and Currency”; a world map coin 


album; a magnifying glass for identify- 
ing coins; a set of five foreign coins; a 
dime bank; and a book on the club. 

Further information can be obtained 
from the Illinois National Bank of 
Springfield, Fifth at Washington 
Streets, Springfield, Illinois. 
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COVERS! 


Now, smooth-n-silky 
vinyl finishes! In five 


Z NAME 
high-style colors for mars 
prestige conscious — 
banks: black, maroon, 
blue, brown, green! As — 
always, the money- 
by 


saving Dura-Grip clip 
that holds simply sta- 
pled fillers—instead of 
the more costly kind 
with tongue and strip- 
ping! In flat, folding, 
and personalized styles. 
Also seal-grain finish. 


DURA-GRIP* 
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free sample! 
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2930 S. Vail Avenue | 
Los Angeles 54, Cailf, 
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New Branch Retains 


“Cracker Barrel’? Aura of Old General Store 





A colorful two-story general store, 
believed to be the first building in 
Ohio’s city of Oregon, has traded its 
cracker barrels for cash boxes. 

The Ohio Citizens Trust Co. of Toledo 
has made the unusual transition almost 
painless. With the exception of a bright- 
ened decor, the interior of the 88-year- 
old building remains almost the same 
as it was when the old Metzger general 
store at Wheeling Street and Navarre 
Avenue served the needs of pioneers 
who decided to settle on Toledo’s far 
east side. 

Bank officials were careful to retain 
the identity of the old store in the 
conversion. Except for a general clean- 
ing, brightening, and the addition of a 
few modern banking machines, cus- 
tomers might imagine they could order 
a long-handled shovel or a dash of 
imported tea rather than make a de- 
posit, inquire about a loan, or conduct 
other banking business. 

Eighth location. The old store had 
been vacant 36 years when Ohio Citizens 
decided to open its eighth location. The 
converted branch is located in a rapidly 
developing area near the Detroit-Toledo 
Expressway and_ several shopping 
centers. 

Opening ceremonies in May found 
the four male staff members wearing 
green eye shades, black arm sleeve 
protectors, and fancy waistcoats. The 
two women staffers wore gingham 
dresses. 

The old walnut counter was changed 
little. Instead of holding the day’s best 
bargains it was adapted for the tellers. 
Shelves lining the walls hold a colorful 
display of canisters from the far cor- 
ners of the world. Nearby is a hand- 
powered coffee grinder. Old roll top 
desks and writing tables are available 
for use by the customers, and at the 
same time they retain the country store 
atmosphere. 

The manager’s office has several roll- 
top desks, complete with plenty of 
pigeon holes for filing purposes. Color- 
ful chandeliers add a touch of a bygone 


Before and after shots show how 
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From left: Richard Rumer; Manager Robert Werner; Ronald Hill; Douglas Dennis 


Staff dresses in period clothes for opening day celebration 


era to the business transactions. 

Colorful character. Mr. Metzger was 
quite a colorful character himself. He 
began working in the store in 1872, 
became its owner a year later and 
weathered the depression of ’73 almost 
before he got his feet on the ground 
financially. 

Undaunted, however, he moved into 
the second floor where he and his wife 
raised eight children, of whom only 
one—Leger J. Metzger, a Toledo attor- 
ney—is the last surviving member of 
the family. He still lives in a nearby 
neighborhood. 

Mr. Metzger enlarged the _ store 
several times, always keeping abreast 
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bank remodeled building but retained Gay 90's flavor 


of the times. From time to time he 
added farm machinery to his merchan- 
dise line, Studebaker buggies and even 
leased space for a blacksmith shop. The 
pioneer merchant died in 1914 but his 
widow, Mary, continued the business 
until 1924. She died 10 years after clos- 
ing the store. 

During the opening celebration, Ohio 
Citizens distributed a {1 simulated 
savings pass book, good for a genuine 
dollar when a new account of $10 or 
more was opened. Children received 
plastic ““Roto-Banks” and the first 3,000 
visitors were given a 12-page illustrated 
booklet which told the story of the 
building in pictures and prose. 
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Printed Cards Spell Out Staff Routine Following Bank Holdup 


By E. G. Uhl, Vice-President, 


Provident Tradesmens Bank and Trust Company, Philadelphia, Pennsylvania 








The holding up of a bank is, unfor- 
tunately, one of the hazards of our busi- 
ness and demands continued attention. 
This is particularly true during these 
days of increasing numbers of of- 
fenses. 

After an intensive survey and read- 
ing of the many articles and reports 
submitted by the various banking or- 
ganizations, supervisory authorities, and 
law enforcement agencies, it appeared 
to us that many banks, by staff training 
and education, have been successful in 
speedily apprehending the criminal or 
criminals with the least likelihood of 
danger to personnel or customers, and 
with the least amount of adverse pub- 
licity to the victim bank. 

Although Provident Tradesmens never 
had the experience, we felt that the 
usual alarm and protective measures 
were not in themselves the complete an- 
swer to the problem. We felt that there 
was also needed a set of instructions to 
be followed by all branch managers and 
officers just in case we were confronted 
by a bandit. 

No question. The result was a most 
impressive three page single spaced Op- 
erations Division Circular, which be- 
came a part of the Manual of Instruc- 























THIS UNIQUE 
CARD HOLDER 


IS DESIGNED TO 
PROLONG SIGNATURE 
CARD LIFE 


®@ Provides permanent protection for cus- 
tomer signature cards @ Keeps card clean 
and readable @ Mutilation proof @ Acts as 
divider without bulk 


Send your file measurements for custom 
sample of clear Celanese insert guide and 
particulars. 


Call Liberty 2-5737 or write: 


M. DANTOWITZ CO. 


374 Tremont St., Boston 16, Mass. 
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Quick reference cards designed to eliminate holdup panic 


tions maintained by each branch man- 


| ager and officer. Now, we thought, there 


should be no question as to what should 
be done in case of a holdup. 

News of an actual holdup in a bank 
not far distant from Philadelphia caused 


us to extend our thinking beyond the 








mere issuance of instructions. What, we 
thought, would have happened if that 
holdup had occurred in one of our 
offices? Let’s see .... 

The officer would first refer to his 
Manual index under “holdup” to deter- 
mine the pages on which the instruc- 
tions are written. Allowing for a lapse 
of time to locate the page, which under 
the circumstances would be conceivably 
longer than usual, he would finally read 
the instructions, which normally would 
take about three minutes. But, these 
would not be normal conditions. 

Faster method. We tried to estimate 
the time it would take us to digest and 
follow these instructions and it was our 
opinion that by the time we had called 
the authorities listed and issued the 
proper instructions the criminal would 
have been somewhere in the neighbor- 
hood of Nevada. We needed something 
faster. 

So, we incorporated in concise, simple 
terms all the instructions in a set of 
cards printed in bright red ink, with a 
border to match, and distributed it to 
all offices. 

On the first card, in bold letters, is 


printed: “INSTRUCTIONS IN CASE 
OF HOLDUP OR ROBBERY. KEEP 
IN A DESIGNATED PLACE KNOWN 
TO ALL PLATFORM PERSONNEL”. 

The second card lists seven steps to 
be taken by the Platform Officer follow- 
ing the holdup. He would distribute the 
balance of the cards immediately. 

Get witnesses. The third card would 
be handed to the nearest staff member. 
It’s headed “FOLLOW THESE IN- 
STRUCTIONS IMMEDIATELY” and 
instructs the recipient to obtain names 
and addresses of all persons present at 
the time. 

The fourth card, headed in the same 
manner, instructs another staff member 
to guard the scene of the holdup to pre- 
vent anyone from touching anything 
and thereby defacing fingerprints. 

The fifth card, similarly headed, in- 
structs the recipient to call the Audit 
Department. 

The sixth card instructs the holder to 
distribute a form of questionnaire to 
anyone—employee and customer alike— 
who saw the holdup, fill in, and hand to 
the officer in charge. There are ten of 
these card questionnaires attached. 

If anyone desires a set of these cards, 
we will be only too glad to furnish 
copies as long as the supply lasts. Direct 
requests to the author at the Provident 
Tradesmens Bank and Trust Company, 
Seventeenth and Chestnut Streets, Phil- 
adelphia 3, Pennsylvania. 
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A Cross-Country Review of New Bank Building Designs 


Larger quarters, continued emphasis on motoring public seen in architects’ planning 
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Indianapolis, Ind. Low sweeping lines of the Indiana Charleston, S. C. This new office of The South Carolina Na- 
National Bank’s new Stadium office are emphasized by tional Bank serves the Pinehaven shopping center. The strik- 
the long building overhang that protects lobby win- ing white exterior complements the building’s modern lines. 
dows. Features include drive-in windows, parking area Drive-in facilities have been included at the rear of the office 
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Bank Building Corporation of America 


Brooklyn, N. Y. Three drive-in units have been installed in Concord Village, Mo. Slanting building lines and liberal 
the new Kings Highway branch of the Lafayette National use of glass highlight the contemporary home of the 
Bank. A long canopy protects motorists at the drive-ins. new Bank of Concord Village. The one-story bank con- 

Brick and ledgestone face this modern building tains 3,700 square feet of space. Note wide overhang 
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Clarence, N. Y. This new office of the Manufac- Ponca City, Okla. Crab orchard stone, trimmed in aluminum, faces 
turers and Traders Trust Company of Buffalo the new First National Bank autobank. The unusual building has 
features colonial architecture. Highlight of the three drive-through tellers’ windows and two walk-up windows 

interior is a rotunda ceiling facing the street. The second floor contains an employees’ lounge 





Phoenix, Ariz. The Valley National Bank’s new Tower Plaza Indiantown, Fla. The newly-established First 

office features white brick with wide sweeps of solar glass. Re- Bank of Indiantown recently opened in this new 

cessed entry and planting area are shaded by wide overhang. home. Lanscaping accentuates the building’s 
Two drive-in units have been installed at the rear clean lines. Recessed entrance is focal point 
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UP GOES another Atlas ICBM 
at Vandenberg AFB, California 
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KEEPING TABS ON HOUSING BOOM in his area, is R. C. Cappock, Jr., Crocker-Anglo VP. 
Above, he gets close-up look in Sacramento at new 86-unit housing tract, part of the 84,000 


FACTS ON CALIFORNIA, gathered trom dependable sources in the half a hundred communities we serve, are 
swiftly fed to Crocker-Anglo'’s headquarters in San Francisco (above) by Bank's own inter-branch and intra-bank 


communications systems —one of the most advanced in the banking world. 


What's up in California? 


Population, for one thing. Swelling at the rate of 1,500 persons 
per day, California should become the most populous state in the 
Nation by 1965. Every 1,400 new residents will support 200 industrial 
jobs, 33 stores and shops, 24 professional men, 18 teachers, 320 
automobiles, 6,600 acres of farm products. In Northern and Central 
California 260,000 persons will expand the population this year! 
This is the great growth area served by Crocker-Anglo National Bank. 

If your customers need facts on any of the more than 50 diversi- 
fied communities we serve, count on Crocker-Anglo for the answers. 
Perhaps, too, your bank is looking for a banker’s bank central to 
California and central to the West Coast. If so, count on Crocker-Anglo 
for outstanding correspondent service. You'll like the way we do 
business. 


CENTRAL TO THE WEST COAST 


CROCKER-ANGLO 


NATIONAL 


BANK 


Cabfornias Ost ational CBank 


ASSETS OVER $1,750,000,000 
CAPITAL FUNDS OVER $125,000,000 





ADMINISTRATIVE HEADQUARTERS: 
| MONTGOMERY STREET 
SAN FRANCISCO 20 





Sar 


MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL CEPOSIT INSURANCE CORPORATION 


new dwellings that will be built this year in the territory the Bank serves. Crocker-Anglo main-- 
tains nine offices in Sacramento and vicinity, more than 85 offices in California, and has many 
others planned or under way to keep pace with its rapidly growing territory. 
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FEATURING FUNDS-FOR-FUN 


A typical Union Bank office with flagpole, posters, and other savings display material 
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MERCHANDISIVG: SAVINGS 


Promotion package with strong sales appeal brings big results 
despite emphasis on rate by other local financial institutions 


UTTING imagination, sparkle 

and sales appeal into a bank’s 

advertising and merchandising 
campaign for savings accounts while, 
at the same time, maintaining a 
corporate image of stability and good 
taste is becoming an increasing chal- 
lenge throughout the country. 

We believe we have done that at 
Union Bank within the past few 
months with an exciting campaign 
called “Funds-For-Fun”—a savings 
program that from December 1, 1959 
through May 31, 1960 has brought 
us 5,282 new accounts totaling $3,- 
236,593. This represents nearly 1,000 
more accounts than were gained dur- 
ing the corresponding period of the 
previous year. 


July, 1960 





By 
RICHARD C. SIMKINS 
Vice-President, 


Union Bank and Trust Company, 
Grand Rapids, Michigan 


This is a rather remarkable 
achievement, we believe, in this 
period of general decline in savings 
accounts. And it is even more re- 
markable when our competitive posi- 
tion is considered. Union Bank serves 
a community of approximately 300,- 
000 people and competition is ex- 
tremely active. In this market are 
five banks with a total of 45 offices 
and three savings and loan associa- 
tions. We have 14 offices at present 
and will open another in August. 


Our competition pounds heavily 
in its advertising on the 3 per cent 
rate and the savings and loan asso- 
ciations are stressing their 3°4 per 
cent rate. One of our competitors is 
continually advertising 3 per cent 
interest figured on the daily average 
balance. Union Bank decided many 
months ago to avoid an interest rate 
battle in its advertising despite the 
competition’s major emphasis on rate 
in savings advertising. 

“Funds-For-Fun” is, in reality, a 
new concept in saving designed to 
meet head-on the 1960 citizen’s need 
for saving. The program talks his 
language. We recognize that in Social 
Security, profit-sharing plans, in- 
surance programs and a half-dozen 
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Newspaper ads feature the enjoyment possibilities that can be derived from regular thrift 


other such plans, much of his fear 
of spending old age in the poor house 
has been dissipated. We do not forget 
it entirely, however, for a very im- 
portant part of the program is a 
strong bid for long-term savings 
accounts that, called “Funds-for-the- 
Future,” dovetails into the over-all 
theming. 

All of the “Funds-For-Fun” ad- 
vertising and merchandising pro- 
gram is built around the idea that 
there is more enjoyment, more ex- 
citement, more fun in life if, in 
making a long trip, buying a boat, 
a sports car, a hi-fi set, a swimming 
pool or whatever else people want, 
they save the money in advance of 
the expenditure. 

We suggest through the “Funds- 
For-Fun” program that a special ac- 
count be opened at Union Bank after 
all members of a family have agreed 
on the one thing they would most like 
to do or have. A special appeal is 
made to have children in the family 
participate, if only on a nickel-and- 
dime basis. This is aimed at in- 
stilling the savings habit in our 
future customers and providing con- 


30 


crete proof for them that putting 
aside regularly—even a small amount 
—will ultimately provide them with 
the money for something they sin- 
cerely desire. 


HERE is a second purpose in 

“Funds-For-Fun.” In addition to 
building savings accounts and cre- 
ating interest in our other banking 
services, we wanted to give both our 
advertising and our offices a “new 
look,” a freshness, a departure from 
the trite sameness that has become 
the image in the public’s eye for 
years. “Funds-For-Fun” offers ex- 
cellent tie-in promotions with local 
industry, manufacturers and dis- 
tributors who would be _ potential 
sources of top-flight business con- 
tacts for our services. Lobby displays 
of locally-built boats, swimming 
pools, new kitchen equipment, furni- 
ture and many other items offer 
endless tie-in possibilities. All of 
these are stressed as goals in setting 
up “Funds-For-Fun” accounts so 
there is a logical relationship built 
between objectives and eventual ac- 
quisition through the program. 


Sizable newspaper advertising on 
a continuing, consistent basis is the 
backbone of our advertising cam- 
paign. On an average of twice a week 
we run 9 by 13-inch ads featuring 
photographs of far-away, romantic 
places the average person only 
dreams of ever visiting, or of a mod- 
ernized kitchen, or a vacation hide- 
away. The copy appeal goes, for ex- 
ample: “Your dream of a trip to 
Disneyland can come true if you have 
a Funds-For-Fun Savings Account.” 
The body copy plays up the romance 
of such a trip and plants the thought 
that the reader can do these exciting 
things if he wants to, and do them 
the easy way if he has a Funds-For- 





Promotion Kit Available 


Union Bank is now offering ‘its 

| Funds-For-Fun program as a com- 
plete merchandising package to | 
| other banks, on an exclusive com- | 
munity basis. Included are news- 
paper mats, travel case banks, | 
booklets, and all necessary display | 
material. Full details may be ob- | 

| tained from Vice-President Simkins 
at Union Bank and Trust Co. 
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Fun account at our bank. Three 
smaller ads with the same copy 
theme but with line cartoons aug- 
ment the large series twice weekly. 

We also sponsor a half-hour Big 
Ten football review program in the 
fall where Funds-For-Fun gets a 
major push. There is also a satura- 
tion spot radio schedule at regular 
intervals for which we have created 
a catchy Funds-For-Fun appeal. 

Also at regular intervals we sched- 
ule ads telling why It’s Fun to Bank 
at Union Bank. These point up our 
friendliness, our drive-in service, 
safe deposit boxes, central bookkeep- 
ing and other services. To appeal to 
the long-time savings customer, we 
turn to Funds-for-the-Future. 


OMPLETE tie-in material is an 
important part of the Funds-For- 
Fun program. Advertising features a 
free booklet, “Saving for Fun,” avail- 
able for the asking at any office. This 
colorful booklet outlines the Funds- 
For-Fun concept. Upon opening an 
account the customer receives a 
colorful miniature travel case bank 
and may have one for each member 
of the family to encourage saving 
for their particular goal. After open- 
ing the account we mail to the de- 
positor’s home a certificate suitable 
for hanging in the home, perhaps on 
the kitchen bulletin board, to remind 
each member of the family of the 
goal. The depositor’s pass book is en- 
closed in a colorful Funds-For-Fun 
cover. We even use a_ two-color 
Funds-For-Fun envelope for payrolls 
as a further reminder. Envelope 
stuffers boost the program. 
Our bank offices have come alive 
with this program. Each has large, 
colorful wall display material. There 





Explanatory booklet 


Certificate sets goal 





Statement stuffer and savings passbook 


Tie-in material includes these and many other colorful items 


are counter flags, miniature bill- 
boards at the teller windows and 
floor stands with Funds-For-Fun 
pennants and a three-panel divider 
on which we display original travel 
posters, our current ads, and all liter- 
ature pertaining to: Funds-For-Fun. 
All are in brilliant red, yellow and 
blue to provide the utmost in visual 
impact. 

The possibilities for future de- 
velopment of the theme are endless 
and we are already outlining a 
broader campaign for next year. 

Initiation of the program brought 
mixed reactions but they were short- 
lived. As expected, some of our people 
were skeptical that the program 


At work on further development of Funds-For-Fun program 


Mr. Simkins, left, and C. Scott Blakeslee, vice-president of the bank’s advertising 
agency, Wallace-Blakeslee, Inc., plan new promotion piece 


—— 
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might reflect on the reserved banking 
institution. Happily, it has not. Our 
customers tell us they enjoy the color 
in our offices. They report our argu- 
ment for saving for the fun things 
in life appeals to them. Our record 
of increasing savings accounts indi- 
cates we have hit upon a theme that 
creates response. 

We have, in short, risen above the 
competition’s emphasis on the 3 per 
cent rate by talking about something 
that actually is of more interest. We 
offer a challenge to the customer to 
save for what he wants, and inspire 
him to want. In time, we expect to 
show him that it’s easier and sounder 
business for him to save at least a 
part of the money needed for a spe- 
cial project than it is to resort con- 
stantly to installment credit that 
soon becomes a heavy burden. 

Because this Funds-For-Fun pro- 
gram has been such a smashing suc- 
cess for Union Bank we are offering 
it as a complete advertising and 
merchandising package on an ex- 
clusive basis, first-come, first-served, 
to banks throughout the country. 
Already it is being used in Big 
Rapids and Kalamazoo, Michigan, 
and several banks in other states 
have the plan under consideration. 

We are supplying premium news- 
paper mats of ads plus the travel 
case banks, the Saving for Fun book- 
lets and all necessary display ma- 
terial for offices. _ 

Any banks interested in intro- 
ducing this colorful, business-getting 
program in their communities can 
obtain full details by writing Union 
Bank and Trust Company. 
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Experienced staff, liberal policies, permit 
fast action and minimum of controls 


Personal Touch Spurs 
INSTALMENT LOAN PROGRAM 


CCASIONAL pessimistic or 

alarmist statements about the 

unsound status of instalment 
credit have had comparatively little 
effect on our instalment loan opera- 
tion. We are continuing to follow the 
same policies we have during the past 
14 years and aren’t too worried about 
periodic references to “over exten- 
sion,” and “alarming delinquency 
ratios.” 

We aren’t ignoring the facts, 
either. We know that consumer credit 
is at a record $52 billion-plus, and 
rose by some $6.5 billion last year to 
almost double the normal annual 
postwar increase. 

But we have always had an equit- 
able lending policy and will continue 
to make each loan on its own merit 
to avoid any unnecessary losses. 
Since 1946, for example, we have 
loaned out $70 million and have had 


By 
JAMES R. DAVIS 


Vice-President, 
First National Bank in Marion, 
Marion, Indiana 


net losses of $59,000. This represents 
less than one-tenth of one per cent 
on all our loans for the period since 
World War II. 

Our low losses on instalment loans 
are undoubtedly due to the fine work 
of our lending officers and loan ad- 
justors. They have all been with us 
at least seven years and are well- 
versed in our lending philosophies, 
which we let them interpret as they 
see fit. We do limit each officer to 
$2,500 for any single loan authoriza- 
tion, but allow two of them to pool 
their resources and extend a larger 
amount. 

These are the only limitations they 





work under, other than an unwritten 
rule that whenever an account be- 
comes deliquent the officer that made 
the loan decides the action to be 
taken. This works out very well, too, 
and helps emphasize the personal ap- 
proach that we have put into our 
program. 

Our loan department, for example, 
has its own offices on the second 
floor, away from the flurry of our 
other banking departments. We have 
a visitors’ lobby, complete with sofas 
and the latest magazines, where our 
customers can wait in comfort for 
the officer they wish to contact. We 
try to make them feel right at home. 

The idea is carried into the inter- 
view, too, when we ask them ques- 
tions about their family, interests, 
etc. We find it also helps break up 
the monotony of the many routine 
questions that must be answered in 


Revolving credit and charge accounts are contributing to department’s rapid growth 


Separate quarters permit borrowers to transact loans “after hours” 





Dealer discusses loan with officer 
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Direct mail is stressed in bulk of hard-hitting ad campaign 


establishing data for a credit bureau 
check. We pride ourselves on the 
fact that we make every effort to 
provide the quickest service possible 
when making a loan. If the credit 
information is available we make the 
loan while the customer is in the 
office, a one-stop service. 


N most instances when we turn 

down someone who has obviously 
over-extended himself, we find that 
he is not the least bit resentful be- 
cause he feels we are actually doing 
what is best for him. These same 
people may come in months later as 
good credit risks and point out that 
they were in earlier and would like 
that loan now. We can usually pick 
up right where we left off in the 
previous interview, and provide the 
bank with a good customer. 

We have no choice other than 
fitting the loan payment to the pock- 
etbook of the customer. In a typical 
day for instance, our officers may 
loan money for such diverse purposes 
as washing machines, clothes dryers, 
tape recorders, TV sets, chain saws, 
typewriters, automobiles, tractors, 
home furnishings, boats, outboard 
motors, boat trailers, Dale Carnegie 
courses, and home improvements. 
The payments on these loans stretch 
out from six months to five years. 

Despite our precautions, some- 
thing unforeseen such as a layoff may 
develop, forcing the borrower to be- 
come delinquent. When these mis- 
haps occur, we make every effort 
possible to assist the borrower to 
keep this good credit status in the 
community. 

But we have noted that a good 
pattern of payment must be de- 
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veloped. That is why we stress im- 
mediate action when the first instal- 
ment on a new account doesn’t come 
in on time. The third day after it is 
due, one of the loan officers will tele- 
phone the borrower. He points out 
that we expect the payments to be in 
on time. Sometimes we have to adjust 
the payments to a later date, usually 
on the indirect loans, to straighten 
out an account. 

About 50 per cent of our instal- 
ment loan outstandings, or some $2 
million out of $4 million, comes to us 
indirectly through dealers. When we 
run into a delinquent account, the 
odds are about 10 to 1 that some 
dealer handled the paper. So there 
is a good reason for our paying par- 
ticular attention to the approxi- 


mately 3,300 dealer-originated loans 
that we are servicing. 

The dealers want to bring up their 
sales volumes, so they occasionally 
slip and allow a person to go too far 
in debt. It isn’t entirely their fault, 
though, for youngsters today want 
to start out with the conveniences it 
took their parents years to accumu- 
late. The result is that the young 
family goes too far in debt. 


HESE are the people that usually 

end up on the delinquency sheet. 
We are firm with these accounts. But 
we try to be as nice as we can, sug- 
gesting budgetary moves or curtail- 
ments that will help credit-wise. 

Our delinquency procedure doesn’t 
vary too much from standard bank- 
ing practice in this region. I fre- 
quently travel to other banks in our 
territory, checking our techniques 
with theirs. We don’t go in for the 
various charts and graphs used by 
other institutions, except for graphs 
showing our delinquency and loans 
outstanding by month and year. 

We follow the normal pattern in 
contacting delinquent accounts, for 
example. On the third day after pay- 
ment is due, we send out a form let- 
ter requesting payment. On the 10th 
and 15th days we send out other 
form letters, each more demanding. 

When an account is 15 days in ar- 
rears, the matter is called to an offi- 
cer’s attention. But he isn’t expected 
to make an outside call. We find the 
telephone is just as effective. 

Meantime, any account that is 
more than 30 days past due will be 
listed on our weekly loan report. 
Copies of it are sent to me, to George 
Rogers, president of the bank, and 

See PERSONAL TOUCH IN LOANS—Page 80 


Up-dated daily loan list keeps management on top of operation 


From left: President George E. Rogers, Chairman Robert R. Batton, 
Vice-President Clarence H. Sanderman, and author 
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NE of the first checks known to 
the Institute of Bankers in 
England was drawn on July 11, 

1676, as a “consumer loan,” on Hoare 
and Co., a private bank in London 
which is still in existence. The check 
reads: ; 


Mr. Hoare, 
Pray pay to the bearer hereof Mr. 
Witt Morgan fifty-four pounds ten 
shillings and ten pence and take his 
receipt for the same time. 
Your loving friend, 
Will Hale. 

54/10/10 

for Mr. Richard Hoare 

at the Golden Bottle in Cheapside. 


Mr. Hoare, who presumably ad- 
vanced Mr. Morgan the money re- 
quested in the check, set in motion 
an incredible series of events which, 
we can see with conservative hind- 
sight, culminated in securing for us 
in the Western World the wonderful 
life that most of us now enjoy. 

We have statistics and graphs that 
reach from one end of the board 
room to the other to illustrate this 
process. For example, roughly one- 
sixth of American business firms are 
connected to the automotive indus- 
try. In earning power alone the per- 
sons who are engaged solely in the 
manufacture of automobiles and ac- 
cessories bring in over two billion 
dollars a year. When your bank 
makes it possible for a man to buy a 
new car, the jobs of nearly sixty per- 
sons are involved. When you lend a 
man the money to build a new house, 
more than a hundred persons are in- 
volved. 

It is interesting to speculate just 
how many wheels were set in motion 
by Mr. Hoare’s bank: how many 
people in how many different but re- 
lated fields of endeavor have shared 
in the results of this loan? There is 
romance and history in bank deposit 
books, and it would not be an exag- 
geration to say that the history of 
the United States has been greatly 
influenced by the banks of our coun- 
try. 

In 1784, when the first American 
bank was founded by Alexander 
Hamilton, our Republic had only 
three million citizens and the boun- 
dary line lay at the Mississippi 
River. In the next one hundred and 
fifty years America became a nation 
of nearly one hundred and sixty mil- 
lion citizens, residing in cities and 
towns from coast to coast. The part 
that banking has played in this 
growth has never been properly pub- 
licized, largely owing to the tradi- 
tional conservatism of the banking 
profession. 

Throughout our history leading 
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A more favorable image of banking i4 needed 


Let’s Stress: Banking|) 


bankers have adopted courageous 
lending policies; at time of panic 
bank credit has served to mitigate 
the effects; the expansion of new 
frontiers in geography, industry and 
education has been financed by fore- 
sighted bankers. 

Bankers have been the creators 
and executors of national and private 
trusts which have helped to make 
this country grow. This role has been 
largely unrecognized by the public, 
which has scant knowledge of the 
economic workings of our system. 
The bank—which many people think 
of as “that stuffy place where all the 
money is’—does not penetrate the 
public’s consciousness as being a 
great social institution. 

Banking has brought about a bet- 
ter standard of living. Most people 
do not realize, however, that creative, 





By 
ARTHUR R. GREENE 


President, Atlas Advertising, Inc., 
Brookline, Massachusetts 


imaginative banking has helped to 
change the status of millions of 
Americans, from a life of compara- 
tive austerity to a more rewarding 
social, economic and cultural exist- 
ence. 

On a comparatively limited in- 
come, millions of American families 
have been able to buy and furnish 
homes of their own, purchase new 
cars, send their children through col- 
lege, and outfit their kitchens with 
the most modern and convenient ap- 
pliances, all because of consumer in- 
stallment credit; with commercial 
banks providing the largest share. 


Burroughs Clearing House 











— is contributions to the economy should be explained 


brings Better Living 


The common problems and the as- 
pirations of a community are an in- 
tegral part of a bank’s daily exist- 
ence. The banker knows the pulse of 
his community as well as the local 
doctor knows his patients. And the 
banker is a benefactor of his commu- 





Theme Material Available 


To assist interested bankers in publiciz- | 
ing the “Banking Brings Better ‘Living” | 
theme in their communities, Mr. Greene’s 
organization has developed a Fact Sheet | 
and other information designed for this 


particular purpose. 


This material can be obtained without 
charge from President Greene at the 
Atlas Advertising headquarters, 481 Har- 
vard Street, Brookline 46, Massachusetts. 
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nity as much as a local doctor. But, 
nonetheless, the public is woefully 
unaware of the contribution bankers 
make to their communities. Nobody 
is to blame for this state of affairs, 
except the modesty of bankers. They 
must be willing to make their com- 
munities more conscious of the role 
of banking. 

Bankers must do this, if their in- 
dustry is to compete more success- 
fully against the ever-increasing 
competition from finance companies, 
credit unions, mortgage companies 
and insurance companies. The rivals 
are doing a very effective public re- 
lations job. 

This new decade, the Soaring Six- 
ties, offers an almost unlimited po- 
tential for the banking industry. Let 
us examine a projection estimate for 
1960 only, emphasizing the degree 


installment credit will play in the 
economic life. 















Aveet 1960 Sales Financed of Credit 

> In Billion tm Percent tn Billion 
Housing 22 75 $16 
Automobiles 20 70 14 
Furniture 5 60 3 
Appliances 6 60 4 
$53 66 «$87 









But let us examine the assets of a 
typical family we’ll call the Chesleys. 
The Chesleys may be considered an 
average American family, with an 
income of $6,400. It would cost the 
Chesleys $16,000 to buy these posses- 
sions in any one year, but with bank 
installment credit, they are able to 
own them now—and still live sensi- 
bly and within their means. 











Assets of the Average Family 
with Income of $6,400 





Value 











Asset 
House $11,400 
Automobile 3,050 
Refrigerator 245 
Washer 210 
Television 210 
Furniture 1,000 






Tetal Value $16,115 


Thus, soundly financed, the Ches- 
leys have been permitted to acquire 
assets valued at $16,115—on an aver- 
age cash down-payment $2,500. 

This is truly “community-develop- 
ment banking” and will rank as one 
of the most important economic de- 
velopments of the twentieth century. 
Unfortunately, the Chesleys have lit- 
tle understanding of the part bank- 
ing has played in their rising status. 

When Mr. Chesley decides to buy 
a new car and he goes to his banker 
to ask for a loan, how does this help 
him to improve his own standard of 
living? Who are some of the people 
favorably affected by his decision. 

First of all, the auto loan helps the 
bank employees themselves who are 
working to serve Mr. Chesley. Next 
it helps the people who work in the 
automobile, and related, industries. 
These people work in the companies 
that make the six thousand different 
parts that go into a car. Mr. Ches- 
ley’s money then travels to Detroit, 
where roughly five hundred thousand 
men and women, who also buy on 
credit, work in the automotive indus- 
try—in rubber factories, in coal 
mines, glass companies, in textile 
mills, in steel companies, in rail- 
roads, trucking, oil companies. And 
—what is equally important—Mr. 
Chesley shares in his own purchase, 
first in the enjoyment of the car, and 
second, and perhaps even more im- 
portantly, he has set in motion a 
See BANKING BRINGS BETTER LIVING— Page 79 
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How visual aids can help to demonstrate 
tangible benefits from trust service 


NEEIVG IS BELIEVING 
In Trust Selling: 


EW successful companies today 
with an intangible to sell simply 
have their salesmen “talk their 
way” into a sale. On the contrary, 
the prospect is encouraged, by all 
means available, to “‘see’”’ the benefits 
of the service. Even those firms sell- 
ing tangibles implore their salesmen 
to make a “demonstration.” The idea 
is to let the prospect see, feel, smell, 
taste or listen to the product. 
Banking has also adopted demon- 
strations of its services wherever 
possible. The bank “grand opening,” 
for example, is visual-aid selling on 
a large scale. Here the customer is 
brought to the bank by “eye” appeal. 
Few services are as intangible as 
trust service. Even the life insurance 
underwriter has a contract to be 
signed. The trust officer cannot dem- 
onstrate the services he has to offer 
by giving his prospect a sample will, 
a pen, and a request for his signature 
along a dotted line. However, the 
trust officer or trust new business 
man can effectively use visual aids 


By 
J. K. SINCLAIRE 


Chairman of the Board, Kennedy 
Sinclaire, Inc., Montclair, New Jersey 


in demonstrating to his prospect the 
benefits of trust service. 

Trust prospects, in most instances, 
have very little knowledge of the 
trust business. Why should they? 
Methods for disposing of property 
are discussed almost solely in law 
schools. Few articles are written 
concerning wills, trusts, estate and 
inheritance tax laws and other in- 
struments and laws which apply to 
the disposition of property. Little ad- 
vertising, comparatively, is done to 
increase the individual’s knowledge 
of the benefits of trust services. 

Under these conditions, it is 
hardly surprising that to make a sale 
of trust service, the prospect’s knowl- 
edge must be increased and the rea- 
sons why he should act to protect his 
property and his family must be 





emphatically and cogently expressed. 

Furthermore, no one ever settles 
his own estate. And, relatively few 
individuals outside of members of 
the bar have ever assumed the full 
burden of administrating an estate 
for another. Consequently, the in- 
tricacies of financial estate planning 
are far beyond the ken and experi- 
ence of the trust prospect. The trust 
man then, must make two sales: (1) 
he must sell the need for trust serv- 
ice, and (2) he must sell the ability 
of his trust department to fill this 
need. 

Basically there are three benefits 
of unusual worth, to every person of 
wealth, available in the services of 
a trust department. Trust service 
can supply dollars to offset the 
erosion of inflation and income 
taxes; it can prevent the loss of 
hard-earned dollars; and finally, it 
can protect the property owner’s 
loved ones. Everyone is interested 
in avoiding loss, and most everyone 
has a great desire to protect mem- 


Examples of how the dollar erosion and its implications for trust prospects can be dramatized 


Chart No. 1 





Chart No. 2 
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Chart No. 3 


bers of his family. Trust service 
then starts with positive and attrac- 
tive benefits. 

The services of a trust department 
fall into two parts in relation to the 





Visual methods of emphasizing problems created by the impact of income and estate taxes 


time of use, namely, the living serv- 
ice, and service after death. Every- 
one is more interested in seeing that 
a benefit takes place while alive. 
Visual aids can let a prospect see 






Chart No. 4 


almost certain losses turned into sub- 
stantial savings. Suppose we take the 
matter of inflation and its impact 
upon the future welfare of the pros- 
See SELLING TRUSTS VISUALLY — Page 86 








What About the Trust Profit Problem for Smaller Banks? 


By EARL R. HUDSON 


President, Kennedy Sinclaire, Inc. 














READ, with considerable inter- 

est, Ross P. Bennett’s article, 

“Trust Department—Bank Asset 
or Liability ?”, which appeared in the 
February issue of Burroughs Clear- 
ing House. He made an excellent anal- 
ysis of the status of large and small 
trust departments and the problems 
they face, particularly with refer- 
ence to profits. In connection with 
profits, I heartily agree with him that 
“the most important way a trust de- 
partment can help the bank is by 
earning money. A good trust depart- 
ment should be profitable.” 

I should, however, like to comment 
on some of the reasons that Mr. Ben- 
nett gives for the absence of profits 
in so many trust departments. Possi- 
bly if Mr. Bennett had written at 
greater length on the subject and had 
clarified his remarks, he and I should 
find that we were in agreement on the 
points that I am going to make. I do, 
however, feel it incumbent to appar- 
ently object to some of his statements 
for the simple reason that they may 
give many bankers a false impression 
about the prospects and profits for 
trust departments generally, and par- 
ticularly those in medium and small- 
sized cities. 

Mr. Bennett says, “Under present 
conditions it is a difficult, if not im- 
possible, task for banks in the smaller 
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President Hudson (left) and Chairman Sinclaire scan selling aids 


Give their views on the keys to effective trust development 


communities to develop a sufficient 
volume of business to make a trust 
operation worth while. It can be a 
long hard battle to develop any busi- 
ness in a community where the sur- 
viving spouse or other relative has 
always acted as executor or trustee 
and where the attorney has done not 
only the legal work but that of exec- 
utor or trustee as well.” 

Taking the second part of Mr. 
Bennett’s statement first, analyses of 


probate records that we have made 
in a large number of metropolitan 
centers in the United States indicate 
that the tendency of individuals with 
taxable estates to name surviving 
husbands and wives or other rela- 
tives to act as the executors of their 
estates is by no means limited to 
smaller cities. There are a few excep- 
tions to this. Philadelphia is one, 
Pittsburgh another, Louisville, Ken- 
See THE TRUST PROFIT PROBLEM—Page 84 
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While established only a short time, this 
activity has already produced results 
for the bank. has a bright future 


Work ot an INDUSTRIAL 
DEVELOPMENT DEPARTMENT 


By 
FORREST D. BYARS 
Vice-President, 
Commerce Trust Company, 
Kansas City, Missouri 


HE FACE of Kansas City has 

changed dramatically in the last 

decade. Our bank, we believe, 
has played a significant role in the 
industrial expansion and diversifica- 
tion that has taken place within the 
metropolitan area. 

Historically, Commerce Trust felt 
a responsibility toward contributing 
to Kansas City’s industrial and com- 
mercial growth. For many years, the 
officers of our commercial business 
department have traveled throughout 
the nation endeavoring to persuade 
new businesses to settle here. The 
time so spent has proved to be well 
worthwhile, both to our bank and to 
our community. 

But in recent years, more and 
more cities and towns throughout the 
country have become aware of the 
advantages of industry locating in 
their territories. This has led to in- 
tense competition among these vari- 
ous communities for new industry. 
States, cities, and even small towns 
and villages have established eco- 
nomic development commissions to 
lure industry to their areas. In some 
cases, special tax concessions and 
even land have been offered as in- 
ducements. 





SEE COVER: From right to left, 
author discusses possible industrial 
sites with President James M. Kem- 
per, Jr., and Vice-President P. V. 
Miller, Jr., of the Correspondent 
Banking Department. 
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Newly merged Central-Southwestern office, Greyhound lines 


Consolidated regional office that bank helped to relocate 


James M. Kemper, Sr., chairman 
of our board, and James, Jr., our 
president, although gratified with 
the industrial promotion work done 
in our commercial business depart- 
ment, both felt that the competition 
could be met more forcibly through 
the establishment of a separate de- 
partment devoted exclusively to in- 
dustrial development. Thus, the in- 
dustrial development department was 
established in September, 1959, and 
I returned to the bank to head up the 
project. Of necessity, our industrial 
development department works close- 
ly with other departments of the 
bank. This is particularly true of our 
real estate, commercial and corre- 
spondent banking departments. 

We receive tips from our corre- 


spondent and commercial people who 
are constantly calling on bankers and 
other businessmen outside the Kan- 
sas City area. Each of these travel- 
ling officers makes it a point to ask 
specifically when making a call if a 
business is thinking of relocating its 
activities or expanding, or if it 
knows of any other industries con- 
templating such a move. More often 
than not, these questions are an- 
swered in the negative. Nevertheless, 
the policy pays off to the extent that 
businessmen know that our bank is 
interested and that we are always on 
the lookout for industrial opportuni- 
ties. We are sure that if and when 
any of these firms consider moving 
to Kansas City, they will look first to 
our bank for assistance. 


Burroughs Clearing House 
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There are several other sources of 
tips both within and outside the 
bank. It is a reciprocal type of busi- 
ness wherein we help each other. 
Take, for example, an industrial real- 
tor who has an account at our bank. 
He may tell us that he is looking for 
a piece of property for a particular 
company. Because of our position in 
the community, we often know of 
business places for sale and we pass 
this information on to him. On the 
other hand, we may know of a com- 
pany that wants to move to our city, 
but is unable to find just the right 
business property for that company’s 
needs. In this case, the process works 
in reverse, and we go to the realtor 
for help. 

One recent case involved a ware- 
house operation for an eastern manu- 
facturer of rubber products. The 
realtor involved gave us the first 
tip and we went to work on the proj- 
ect. We supplied all the statistical 
information the company needed for 
its operation, and as a result there 
is a new warehouse in the city that 
occupies a 30,000 square foot area 
and employs local personnel. 

Our work is not entirely confined 
to bringing in new industrial and 
manufacturing concerns. We feel 
that the location of Kansas City is 
ideal for companies that are thinking 
of establishing regional offices. There 
are two factors in our favor in this 
respect. The first is the geographical 
location of our city, and the second 
is the increasing trend among larger 
companies to cut expenses by consoli- 
dating their operations. 

A good example of this is South- 
western Greyhound Lines, which re- 
cently moved its Central-Southwest- 
ern office into Kansas City. The new 
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Industrial development is promoted via newspapers, quarterly booklet, annual reports 


office is the result of a merger of 
Greyhound’s Central and Southwest- 
ern Divisions. Previously, the former 
had been located in Minneapolis, 
Minnesota, and the latter was in Fort 
Worth, Texas. Our industrial de- 
velopment department and our com- 
mercial officers helped Greyhound to 
locate their new offices in the Trans- 
World Airlines Building. In addition, 
we helped some of the employees in 
their search for adequate housing. 
To give you an idea of what the ad- 
dition of the Greyhound office means 
to the commerce of Kansas City, here 
is a run-down on what it has done: 
Over 200 employees have been added 
to the 175 workers who were already 
living here. The total work force of 


Mr. Byars has been active in 
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375 people will receive a payroll of 
nearly $2 million annually. In addi- 
tion, Kansas City has become the 
hub of a bus system that extends 
through 19 states and one Canadian 
province; the territory ranges from 
the Mississippi river to the Rocky 
Mountains, and from Canada to the 
Gulf of Mexico. 

Promotion of our industrial devel- 
opment department centers mainly 
around publication of a booklet en- 
titled “Up To Date in Kansas City.” 
Published since 1955, the booklet is 
mailed to about 2,000 corporate and 
bank executives throughout’ the 
United States. It features current 
developments in our area with par- 

See INDUSTRIAL DEVELOPMENT—Page 80 


local improvement projects 
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Overheard in Cleveland: 


“If you’re looking for information in the Pittsburgh area, 
get in touch with the fellows at Pittsburgh National... 
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they’ll go out of their way to help! 


Total Resources . . . $982,512,211.22 Capital and Surplus . . . $87,000,000.00 


W PITTSBURGH NATIONAL BANK 


Member Federal Deposit Insurance Corporation Pittsburgh 30, Pennsylvania ‘ 
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Director Clutchbill scents foul play 
on an $&8.000 withdrawal 


th 


N the early morning of a summer 
day, a strange letter looked up at 
Cashier John Atwood from his 

desk in the Ferndale National. Its 
appearance of having been carried in 
a bait box was partly verified when 
he slit the envelope and found a mil- 
dewed pass hook and piece of time- 
yellowed paper which had printed at 
the top: “Live Bait. Boats to Let. 
Cigars and Tobacco.” 

The small, jerky handwriting on 
the sheet of paper made John drop 
his letter-opener with a sudden clat- 
ter. He fixed his lips for a startled 
whistle but instead swallowed with a 
dry resinous squeak. 

For a moment he looked around 
in a scared sort of way and twiddled 
his fingers. The bank was quite 
empty; none of the help had showed 
up yet. Abruptly he got up, went to 
the vault, spun the dial back and 
forth and strained at the slow-mo- 
tioned vault door. Once inside he 
jerked from a cabinet a small drawer 
and hurried back to his desk. 

“It’s genuine .. . certainly gen- 
uine,” he said to himself aloud, 
straining his eyes at an old signature 
card held close to the recently opened 
letter. “Eight thousand dollars... 
all of it, he wants, in greenbacks on 
the first mail. That’s more’n a third 
of all the cash in the vault!” 

If there was one thing above an- 
other that the Ferndale National 
prided itself on it was giving a man 
his money by return mail. Because 
of this the shipment of $8,000 was 
resting on top of John’s desk when 
Director Clutchbill rattled the door 
to the front office at 10:30 that same 
morning. As the old director entered, 
his eye fell on the enormous sealed 
envelope on the top of the cashier’s 
desk. The envelope had an array of 
variously colored stamps pasted over 
it which made it look like a Navaho 
blanket. 

“What’s this, the Treaty of 
Paris?” Mr. Clutchbill whinnied soft- 
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DANA-DY-MAIL MYSTERY 


ly, rolling it back and forth in curious 
wonder. 

“No, that’s eight thousand in 
greenbacks going to Ira Hinkley 
at Pike Landing, Vermont,” stated 
John. 

“Tra Hinkley! What? .. . eight 
thousand!”” Mr. Clutchbill ran rap- 
idly to the top of his register without 
the slightest gasp for wind. 

“Eight thousand .. . all he’s got 

See Bank-By-Mail Mystery—Page 81 


Ira Hinkley began to paw 
feverishly for his pass book 
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Banker Bealke, second from left, discusses plans for the expansi 
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on of Check-R-Mix service 








with Richard Holekamp, Kenneth Fick and Leo Steinbrueck, principals in the Dealership. 


—says Charles F. Bealke, Vice-President 
Security-Mutual Bank and Trust Company 


St. Louis, Missouri 


“By giving financing support to 
Gumbo Farm Supply,” says Mr. 
Bealke, “‘we help farmers of St. 
Louis and St. Charles Counties 
and at the same time have gained 
a good customer for our Bank. 


“The grain-livestock economy 
of the rural areas of these coun- 
ties needs services like those of 
“the Check-R-Mix Dealer. I’m 


‘Speaking from experience because 
I use these services on my own 


farm. 


“While money is our business, we 
always get a great deal of satis- 


faction when we know that our 
transactions are community serv- 
ice as well as financial.”’ 


* * * * 


Security-Mutual Bank and Trust 
Company has financed Gumbo 
Farm Supply since the Purina 
Dealership was organized. Bank 
funds were used in establishing 
the Dealership . . . for the installa- 
tion of equipment for bulk handling 
of Chows, for grain banking and 
for Check-R-Mixing. “‘Based on our 
experience,”’ says Mr. Bealke, ‘““we 
recommend Purina Dealers as good 
Bank customers.” 


PURINA...vourR PARTNER IN SERVING ANIMAL AGRICULTURE 


“WE SERVE FARMERS BY BACKING 
THE PURINA CHECK-R-MIX DEALER” 


QUALITY 


SERVICE 
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WASHINGTON VIEWPOINT 








Treasury Victorious 
In Advance Refunding 

Over the years, Washington ob- 
servers of the financial scene have 
formed some fairly reliable conclu- 
sions, such as the expectation that 
really important announcements by 
the Treasury or the Federal Reserve 
Board will come out at 4:00 p.m., 
Eastern Time, on Thursdays; also 
that by agreement the Treasury will 
withhold action when the Federal Re- 
serve has a piece of news to break, 
and vice versa. 

So it was something of a surprise 
when the Undersecretary of the 
Treasury for Monetary Affairs, Ju- 
lian B. Baird, summoned the dozen- 
odd specialists in writing the Wash- 
ington financial news to attend a 
quickly arranged conference Monday 
afternoon, June 6. The subject: A 
try at $5 billion worth of “advance 
refunding’—the device of swapping 
securities of fairly near maturity for 
new issues of longer maturity, with- 
out price differential or tax recogni- 
tion. In this instance, the purpose, in 
addition to stretching the debt ma- 
turity pattern, was to take off some 
of the burden of refinancing the $11.2 
billion of 21%% per cent bonds coming 
due November 15, 1961. 

This technique was approved by 
Congress in 1959. Not until June was 
it regarded as opportune. Its applica- 
tion was carefully thought out and 
fully explained; its results were a 
vindication of the Treasury’s stra- 
tegic judgment in making the test. 

The offering of a 3°4 per cent note, 
limited to about $3.5 billion, was 
oversubscribed. The sale was sub- 
jected to an 85 per cent allotment, 
with all subscriptions up to $25,000 
allotted in full. This is regarded as 
a vindication of the Treasury’s deci- 
sion to take some of the pressure off 
the Nov. 1961 maturity by putting 
it off until May 1964. The Treasury 
expressed its gratification that the 
advance refunding technique worked 
out so well in the medium term area. 

The offering of a 3% per cent 
bond of 8 years maturity did not fare 
so well, but this was also a triumph 
for the Treasury. The rate of the 
coupon was as high as the Treasury 
could go under the statutory rate 
ceiling of 414 per cent, which Con- 
gress has steadfastly refused to alter. 
The reason for the 3% per cent bar- 
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‘By JOHN DONOGHUE 
Washington Correspondent 


rier is that the operation was a re- 
funding of 21% per cent bonds having 
more than a year to run; the extra 
cost has to be figured in while deter- 
mining the actual interest cost of the 
new issue. 

The 8-year bonds, offered up to 
$1.5 billion on the advance refunding, 
drew bids up to a little more than 
$320 million. This was highlighted 
in Treasury Department commen- 
taries as positive proof that the re- 
fusal of Congress to lift the 444 per 
cent interest ceiling on bonds of more 
than 5 years’ maturity is a virtual 
prohibition against issuing such 
bonds. 


° * e 


Savings-Loans Cautioned 
On Excessive Dividends 

The spread between income and 
outgo of insured savings and loan 
associations is narrowing to the 
point where the Federal Home Loan 


Bank Board, which manages the 
share insurance fund, has become 
“apprehensive,” according to an offi- 
cial statement issued by Board Mem- 
ber Ira Dixon. 

While expressing satisfaction that 
“no saver has lost a single penny of 
the insured portion of his account,” 
the Board said its function is not 
only that of a rescuer, “but even 
more important are the Corpora- 
tion’s preventive functions which are 
clearly set out by law.” 

“The $65 billion savings and loan 
industry, of which we speak so 
proudly, must of its own volition and 
good sense determine its own prob- 
lems and solve them if it would avoid 
rigid controls placed on it by laws 
and regulations,” Mr. Dixon said. 

“At this time voluntary restraint 
and good sense are for management 
to determine. If financial or busi- 
ness irresponsibility should spread 
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New ACME VISIBLE ROTARY cuts record handling time in half! 
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A touch of a button spins data to 
user at electronic speed! Look at any 
point in your operation where record 
or data files are used. You’re apt to 
see workers spending a third to half 
their time shuttling between desks 
and cabinets, reaching, stooping, 
drawer pulling. New Acme Rotaries 
end this waste motion completely! At 
desks around a smartly modern Ro- 
tary, 1, 6, 12 users or more have in- 
stant access to as many as 250,000 
records. To gee how Rotaries save 
time, money, and up to 50% in floor 
space, SEND COUPON TODAY. 


MS Vis ece 


Acme Visible Records, Inc.,7107W, Allview Dr., Crozet,Va. 


Please send free report on the “Revolution in Record 
Handling” . . . showing many types and sizes of power 
and manual Rotaries. 


Name. Title. 
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CHARLES F. NEWHALL 
Vice-President 





GEORGE W. MILLER 
Vice-President 


HAWAII 


IN ALL 50 


These men offer you 
the finest, full-time 





‘correspondent 


banking service! 











Victor C. vON MEDING JOHN C. HEMMERLE 
Asst. Vice-President Asst. Cashier 





Raymonp V. D1iEBALL Jack W. HALLBERG 
Asst. Cashier Asst. Cashier 
SOUTHWEST 





ERNEsT J. HULTGREN Rosert E. WHITE 
Asst. Vice-President Asst. Cashier 


STATES 





The twenty-five men pictured here are members 
of our Banks and Bankers Division team at 
The First National Bank of Chicago. They’re 
specialists who have only one job—to serve 
our more than 2,000 correspondent banks around 
the country. 


Because they’re assigned to specific geograph- 
ical areas, the Banks and Bankers Division 
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CENTRAL 


WILLIAM T. DwyYER 
Asst. Vice-President 


H. STANLEY PICKFORD 
Asst. Cashier 
















JOSEPH C. FENNER LAWRENCE J. BERRY H. Ropert GRIDLEY 
Asst. Vice-President Asst. Cashier Asst. Cashier 









LESLIE V. BJORK 
Asst. Cashier 


ARTHUR F. STAKE 
Asst. Cashier 














JOHN K. TULL 
Asst. Cashier 


CHARLES P. ONGENA 
Asst. Cashier 
















ae J. NIELO SOUTH EAST 


Asst. Cashier 


R. GARTH DUNN, JR. 
Asst. Cashier 









BANK PLANNING | 
AND DESIGN 






FRED s. FLoyD NEVIN G. BOWSER 


Asst. Vice-President Asst. Cashier 
C. Hucu ALBERS 
a SPECIAL CHaRLEs L. MONROE 
SERVICES Asst. Cashier 
ben understand the problems and needs of local Raymonp E. BRUEN 


~ankers. And because they work closely with 
he officers in our ten commercial divisions, 
ey’re able to supply our correspondents with 
rst-hand financial and industrial information. 


‘f this is the kind of full-time correspondent 
banking service you want, call or write the 
xunks and Bankers Division today. 





Davin R. Main 


ational Bank of Chicago 


Wearborn, Monroe & Clark Streets e@ Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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through the industry to any great 
extent, the business might well find 
itself circumscribed by law and regu- 
lation to such an extent that the in- 
dividual association would lose the 
freedom of choice in decision and 
policy-making fields which it now 
enjoys.” 
° * * 


Reserve Banks Oppose 
Capital Stock Pay-Back 

Relatively small amounts of money 
are involved, but large principles ride 
‘on the controversy over continued 
ownership of stock of the Federal 
Reserve banks by member institu- 
tions. It is generally agreed that the 
stock held by member banks is more 
symbolic than real, and one genuine 
reason for not wishing to give it up 
is that it is an assured 6 per cent 
investment. So, in some degree, mem- 
ber banks have short-range motives 
for opposing the efforts of a group 
of Congressmen to abolish the bank- 
owned capital stock of the Reserve 
banks. 

But the heads of the three largest 
Federal Reserve banks, representing 
widespread regions from New York 
to Chicago and San Francisco, told 
Congress in early June that the stock 
ownership by member banks, while 
admittedly symbolic, is a precious 


covenant between the Government 
and the Supreme Court of Finance, 
as Carter Glass once described the 
System. ~- 

Carl E. Allen, president of the 
Federal Reserve Bank of Chicago, 
stated his view, at hearings before 
a House Banking Subcommittee, that 
the capital stock ownership by pri- 
vate banks, while representing only 
a minor economic or policy-making 
force, does pin down a basic Ameri- 
can concept of shielding monetary 
policy from _ politics — essentially, 
holding the central bank away from 
the control of the dominant political 
authorities. 

Alfred Hayes, president of the 
Federal Reserve. Bank of New York, 
went a little further. He told the 
House Banking Subcommittee headed 
by Rep. Wright Patman, Democrat 
of Texas, that any disturbance 
within the organizational structure 
of the Federal Reserve System would 
be critically judged by bankers and 
governments of other countries on 
which the United States must rely 
for continued confidence. In short, 
tinkering with member bank owner- 
ship of Federal Reserve stock could 
have worldwide repercussions. 

Much dispute arose over the ques- 
tion of who really pays the 6 per cent 
dividends that the banks receive each 








Some Day You May Wish 
You'd Bought This 








NEW Auto-Shred NOW! 


Do your business secrets leak out thru your waste paper baskets? Too often 
confidential letters, sales and accounting records, engineering data, speci- 
fications and business records of many kinds find their way into unauthorized 
hands~—after someone thought they’d been destroyed. 


This new, compact, lightweight Auto-Shred is designed for your office. Case 
hardened steel slitters driven by a powerful % horsepower motor, convert 





104 Mill Street 


INDUSTRIAL SHREDDER 


correspondence, ledger sheets, sales 
reports and other confidential records 
into 4” shreds even slicing thru paper 
clips and staples. It’s quiet—you’'ll 
hardly know it’s being used. It has an 
automatic hopper that will take up to 


gravity hand feed for stapled, clipped, 
pinned or folded papers. It’s completely 
enclosed (positively safe) in a grace- 
fully designed fiberglass case that 
matches the practical appearance of 
other office equipment. 


Write for catalog giving 
full information and 10 
day free trial offer. 


and CUTTER CO. 


Salem, Ohio 








100 sheets of paper at a time and a | 


year on their Federal Reserve bank 
stock. This can plunge a mathemati- 
cal wizard into deep water. Stock 
issued before 1942 is tax-free, but 
most of the stock outstanding (some 
70 per cent) has been purchased 
since that cut-off date. The Federal 
Reserve pays about 90 per cent of its 
net profit in a “franchise tax” to the 
Treasury, so there is not too much 
to pass around—and many member 
banks are perched in the higher tax 
brackets. There really isn’t much 
gravy in the bowl. 
So Sd * 


Interest on Demand 
Deposits Rejected 


During the financial emergency of 
1933, the payment of interest on de- 
mand deposits was outlawed by Con- 
gress. Not many bankers today would 
favor going back to the old system 
of competing for corresponding bal- 
ances on an interest-rate basis. Other 
and more effective ways to compete 
have been devised. 

Still unsolved, however, is the 
question whether Government funds 
held on deposit by banks should be 
interest-free. 

There is no question of risk, as a 
recent Treasury Department analy- 
sis points out. Treasury balances in 
tax and loan accounts are fully cov- 
ered by the banks’ holdings of 
Government securities. There is a 
somewhat sticky question, however, 
whether the banks should refuse to 
pay interest on the Government’s tax 
and loan account deposits while re- 
ceiving income from the yields of 
Government securities held in the 
portfolio. 

The study covered 200 banks and 
required about one year of research 
and interpretation. It was conducted 
at the request of the Comptroller 
General of the United States, who 
suggested that interest on tax and 
loan accounts should be paid at a 
rate tied to the Federal Reserve dis- 
count rate, and then the Government 
should compensate the banks for the 
many services which they now ren- 
der without charge. 

Even if the costs of these services 
could be measured, the Treasury has 
stated, there are overriding consid- 
erations which would make a price- 
tag system undesirable. But the fact 
that so many “intangible” services 
are exchanged between the Treasury 


| and the banks makes the cost compu- 


| developed fairly 





tation literally impossible. The 
larger banks, it is conceded, have 
comparable _ cost- 
accounting methods, aided largely by 
engineering research by makers of 
accounting equipment as well as by 
their contacts with each other 
through professional societies. But 
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the smaller banks cannot afford elab- 
orate cost accounting systems, and 
their well-intended efforts to be help- 
ful in answering the Treasury’s 
questions added up to a nightmare. 

The conclusion of the report was 
exactly what Secretary of the Treas- 
ury Robert B. Anderson said it 
would be, a year ago. If any differ- 
ence exists, it is that the Treasury’s 
opposition is more emphatic than 
ever. 

So * ~ 


Long Beach Federal 


Fights Government Seizure | 


Bringing back 14-year-old memo- 
ries, a Congressional committee is 
again engaged in investigating the 
seizure of the Long Beach Federal 
Savings and Loan Association, Long 





Beach, California, by the Federal | 


Home Loan Bank Board. The hear- 
ings had some of the nostalgic qual- 
ity of the Late-Late Show, for the 
cast of characters is largely the 
same, and the dramatic issue is the 
same, even though Congress passed 
a law in 1954 seeking to prevent the 


1946 performance from happening | 


again. 


The Board contended that there | 


was an “emergency” situation at 
Long Beach requiring the appoint- 
ment of a “supervisory representa- 
tive in charge.’”’ The Board also set 
up an “administrative hearing” to 
take place in Los Angeles beginning 
June 27, and arranged for a hearing 
examiner from the Securities and 
Exchange Commission to preside. 

At the request of several Members 
of Congress from California, a spe- 
cial Government Operations Sub- 
committee was named, under the 
chairmanship of Representative John 
E. Moss, a California Democrat. It 
was made a ground rule at the outset 
that the inquiry would be confined to 
the question of emergency—whether 
it existed or not. But this rule soon 
became difficult to enforce. 

In declaring the emergency, the 
Board recited nine charges against 
the Long Beach Federal manage- 
ment. The subcommittee faced a seri- 
ous problem over whether to insist 
that the Board sustain the charges 
from the witness stand prior to its 
own taking of evidence at the Los 
Angeles proceeding. 

A surprise revelation was that the 
bulk of the cash required to meet 
the heavy run of withdrawals was 
provided by the United States Treas- 
ury, by liquidating securities held 
in trust for the Federal Savings and 
Loan Insurance Corporation. Board 
Chairman Albert J. Robertson said 
the Board chose this method with the 
belief that “it would be better than 
going to other sources.” 
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VIA BANK OF AMERICA 
TRAVELERS CHEQUES 


World’s most popular bank cheque 


Bankers know Bank of America Travelers Cheques for their 
world-wide acceptance, dependability and quick claim service 
... the very things that have made these familiar blue and 
gold certificates the fastest-selling bank cheque anywhere. 
Recommend them to your customers—and enjoy profit from 
more repeat business ! BANK OF AMERICA, N.T.& S.A. 
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The right. kind of correspondent banking 

is like the electricity you ‘use. 

Its value far outweighs its cost— and 

you can’t get along without tt. 

You switch to the Philadelphia area’s 

strongest “current” of correspondent experience 
and helpfulness when you do business with 


THE PHILADELPHIA NATIONAL BANK 


ORGANIZED 1803. Member Federal Deposit Insurance Corporation 
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THE PERSONALITY SPOTLIGHT 











Left to right, Donald M. Graham, David M. Kennedy and Tilden Cummings 


New triumvirate will coordinate operations at Chicago bank 


Creation of a _ three-man _ top- 
management “team” by Continental 
Illinois National Bank and Trust 
Company of Chicago recognizes the 
increasingly complex job of adminis- 
tering. the affairs of a large metropoli- 
tan bank. 

Continental’s team operation per- 
mits delegation of specific duties to 
each of the three men who compose 
the top-management group that will 
become effective July 1—David M. 
Kennedy, board chairman and chief 
executive officer; Donald M. Graham, 
vice-chairman of the board; and Til- 
den Cummings, president. 

Mr. Kennedy, as chief executive 
officer, is responsible for overall pol- 
icy and direction of the bank. As 
president, Mr. Cummings’ duties will 
be chiefly in the area of commercial 
banking and correspondent banking 
relationships, while Mr. Graham will 
concentrate in the field of administra- 
tion. 

Mr. Graham, at 46, is one of the 
youngest men to hold a top executive 
position with a major bank. This is 
doubly unusual because his direct ex- 
perience in banking is of such short 
duration; he joined Continental in 
1953 as a vice-president after a suc- 
cessful career in the legal profession. 

His with Continental 
goes back farther, however, since the 
law firm in which he was a partner— 
Mayer, Friedlich, Spiess, Tierney, 
Brown & Platt—has been legal coun- 
sel for the bank for many years. 

His first major assignment after 
joining the bank was the develop- 
ment of an oil and utilities loan divi- 
sion, which has established Conti- 
nental in a nation-wide position in 


association 
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that field. Last December he was 
elected senior vice-president and his 
duties were thereafter shifted to the 
general administrative field. 

The new vice-chairman does not 
conform to what is at least the liter- 
ary prototype of a banker. He is in- 
tensely energetic and sales-minded, a 
fast-moving and decisive executive 
who is capable of absorbing a tre- 
mendous volume of work. 

While Tilden Cummings, the new 
president, has been associated with 
the banking industry all his adult life, 
he is equally representative of the 
new generation of bankers. Cum- 
mings is informal and soft-spoken, yet 
reaches decisions quickly. He is 52 
years old. 

Mr. Cummings is from a banking 
family. His father, the late William 
C. Cummings, for many years headed 
two Chicago banks, Drovers’ Trust 


and Savings Bank and Drovers’ Na- 
tional Bank of Chicago. Mr. Cum- 
mings is chairman of the advisory 
committee of both banks, although 
his entire active baking career has 
been with Continental. 

He came to Continental in 1932 and 
has served continuously in the com- 
mercial banking department, special- 
izing in account relationships in the 
metropolitan Chicago area. 

Mr. Kennedy, who as board chair- 
man and chief executive officer will 
lead the new management team, has 
held his present position since Jan- 
uary, 1959. Like Mr. Graham, he is a 
comparatively new member of the 
Continental family, having joined the 
bank in 1946 after a distinguished ca- 
reer with the board of governors of 
the Federal Reserve System in Wash- 
ington. 

He was elected second vice-presi- 
dent in 1948, and vice-president in 
1951, and resigned from the bank in 
late 1953 to serve as assistant to the 
secretary of the treasury in Washing- 
ton. He was re-elected vice-president 
upon returning from Washington in 
December 1954, and two years later 
was elected a director and president. 


. 


The banking business of the United 
States and Canada was honored by 
Junior Achievement at its third an- 
nual National Future Unlimited Ban- 
quet in New York City. John W. 
Remington, president of the Ameri- 
can Bankers Association and presi- 
dent of the Lincoln Rochester Trust 
Company, Rochester, New York, 
accepted the industry award. 

Shown in the accompanying pic- 


A.B.A. president accepts banking’s latest honor 
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ture, left to right, are United States 
Senator Jacob K. Javits; E. H. Mos- 
ler, Jr., president. Junior Achieve- 
ment, Inc., and president, Mosler Safe 
Company, New York City; Arthur B. 
Langlie, president, McCall Corpora- 
tion, New York City; and Mr. Rem- 
ington. 

There were 3,985 Junior Achieve- 
ment companies organized this past 
school year. Nearly 300 of the J.A. 
concerns were counseled by staff 
members of 190 banks, and included 
101 Junior Achievement banks which 
rendered commercial banking services 
to J.A. companies. 

o 

Adding further strength and depth 
to the top management team at Union 
and New Haven (Connecticut) Trust 
Company is Henry H. Pierce, Jr.’s 
appointment to the newly-created 
post of executive vice-president. 

Mr. Pierce, bank commissioner of 
the State of Connecticut since 1955, 
has turned in his resignation “to ac- 
cept this challenging position with 
the Trust Company.” He will begin 
his new duties, as third-ranking -offi- 
cer of the bank, on August 1. 

¢ 

If merger plans go through, Lin- 
coln Bank and Trust Company will 
become part of the First National 
Bank of Louisville, Kentucky. 

Lincoln's president, Wilbur T. 
Chapin, would become chairman of 
the combined institution; Douglass 
W. Potter would continue as First 
National’s president and chief execu- 
tive officer; and Deroy Scott, Lincoln 
executive vice-president, would retain 
that title with First National. 

4 

Roland T. Duncan’s advancement 
to senior vice-president and_ the 
new position of administrative offi- 
cer for business relationships in the 
bank headed recent promotions and 


Out for new business 


ROLAND T. DUNCAN 
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Foreign agricultural experts find banking quite complex 


changes at the Bank of America, San 
Francisco. 

Mr. Duncan will direct and coordi- 
nate, on a statewide and national 
basis, the business development, pub- 
lic relations, corporation and bank 
relations, advertising and _ publicity 
activities of the bank. 

At the Los Angeles headquarters, 
Walter M. Sharp, vice-president, has 
moved up to a senior administrative 
position in the executive department. 
Chauncey J. Medberry III succeeds 
Mr. Sharp as vice-president and head 
of the corporate finance department 
in Southern California. 


A former member of the New York 


City Transit Au- 
thority has re- 
joined Manufac- 


turers Trust Com- 
pany as a_vice- 
president. 

He is E. Vincent 
Curtayne, one- 
time trust officer, 
who will work in 
the branch admin- 
istration depart- 
ment. He is a 
member of the New York State bar. 

2 





E. V. CURTAYNE 


George A. Hewitt has been nomi- 
nated president of the National Asso- 
ciation of Accountants for the 1960- 
61 year. Mr. Hewitt, a partner in the 
public accounting firm of Lybrand, 
Ross Bros. & Montgomery, Philadel- 
phia, was expected to take office July 1. 

* 


Shown above on their tour of the 
Sussex Trust Company, Laurel, Dela- 
ware, are visiting leaders in the poul- 
try, feed and equipment fields from 
Germany, Denmark, Austria, Sweden 
and Switzerland. They were in the 





area to learn more about the broiler 
industry, including its financing, 
which the bank specializes in. 

oe 


Francis J. Sovell is president of the 
newly-chartered Sheriden Bank, Law- 
ton, Oklahoma. Other top officers are 
C. M. Crawford, chairman; William 
H. Crawford, cashier; and John F. 
Bird, vice-president. 

& 

Named vice-president and manager 
of the new Pasadena branch of First 
City Bank, Rosemead, California, was 
William I. Sims, former manager of 
Citizens National Bank’s West Co- 
vina, California, office. Richard F. 
Ogden is vice-president and cashier. 

. 
have been 
National 


Several advancements 
announced at the First 
Bank, Poughkeepsie, New York. 
Arthur W. Travis has been named 
senior vice-president and Herbert V. 
Dederer has been made vice-president 
and cashier. New vice-presidents are 
Arthur D. Butts, Louis Meckes, M. 
Addison Merrihew, Paul J. Miller and 
Charles C. Robertson. 


+. 
The Connecticut Bank and Trust 
Company. Hartford, has added a jack- 
of-many-trades to 


its trust depart- 
ment staff. He is 
Edward Lane- 
Reticker, former 
director of re- 


search at the Con- 
necticut Public 
Expenditure 
Council. 

Mr. Lane=- 
Reticker is a mem- E. LANE- 
ber of both the RETICKER 
Connecticut and North Carolina Bar 
Associations; has taught at Tufts 
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Many bankers delay needed modernization because they fear loss of 
business during construction. But when your new quarters are 
planned and built by Bank Building Corporation, chances are 
better than 2-to-1 your business will actually increase during 
modernization! In a recent survey, 70 per cent of our clients 
reported gains during modernization; 96 per cent found 
customers interested and approving of the changes. 


The reason? Our skilled experts know bank operations. 
They know how to organize and schedule work to 
interfere as little as possible with “business as usual.” 
Specialized techniques eliminate most of the 

confusion associated with construction. It’s another 
dollars-and-cents reason for calling in 

Bank Building first. 
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College and Punahou in Hawaii; and 
served as associate professor of pub- 
lic law and government and assistant 
director of the Institute of Govern- 
ment at the University of North 
Carolina. 
ao 

At the Michigan Avenue National 
Bank, Chicago, Charles V. Shostrom 
has been elected vice-president. 
So 


The wide-open race for the vice- 
presidency of the American Bankers 
Association for 1960-61 has tightened 
up a little. Arthur F. Maxwell, who is 
president of the Biddeford Savings 
Bank and the First National Bank of 
Biddeford, has dropped from the race, 
according to a brief letter he sent to 
Erwin S. Anderson, president of the 
Maine Bankers Association. 

Mr. Maxwell thanked the M.B.A. 
for their support but felt that he 
could not accept the appointment. 

He leaves the race open to Sam 
Fleming, president of the Third Na- 
tional Bank, Nashville, Tennessee, 
and D. Emmert Brumbaugh, presi- 
dent of the First National Bank, 
Claysburg, Pennsylvania. 

° 


H. Arnold Houghton has _ been 
elected first vice-president of the John 
Hancock Mutual Life Insurance 
Company, Boston. 

Sd 


At the J. Henry Schroder Banking 
Corporation and the Schroder Trust 
Company, New York City, Peter C. 
A. Carpenter, R. Canon Clements and 
John I. Howell have been advanced to 
senior vice-presigents of both organ- 
izations. 

° 

The Northwest Security National 
Bank, Sioux Falls, South Dakota, has 
named Curtis A. 
Lovre president, 
succeeding Carl 
E. Voight. Mr. 
Voight will con- 
tinue as chairman. 
Mr. Lovre, who 
has been serving 
as vice-president 
of the institution, 
joined Northwest 
Security in 1957 
after eight years 
of service with the Northwest Ban- 
corporation in Minneapolis. 

a 





C. A. LOVRE 


L. M. Schwartz, president of the 
Citizens State Bank, Paola, Kansas, 
has been elected chairman of the 
Foundation for Commercial Banks, 
Philadelphia. He succeeds Morris R. 
Brownell, Jr., vice-president of the 
Philadelphia National Bank, who has 
been named to head the. executive 
committee on national advertising. 
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W. H. MOORE 


L. M. SCHWARTZ 


S. D. SCHOOLER 


Directing banking’s rapidly developing national ad campaign 


The Foundation represents some 
5,500 commercial banking institutions. 

Mr. Schwartz will receive valuable 
support from William H. Moore, 
board chairman of the Bankers Trust 
Company, New York City, and Sew- 
ard D. Schooler, president, Coshocton 
(Ohio) National Bank, who are vice- 
chairmen of the Foundation. 

Sa 


Top management changes at the 
Citizens Bank, Cookeville, Tennessee, 
place E. C. Reeves as chairman, W. T. 
Sewell as president, and Charles 
Miller, Jr., as executive vice-president 
and cashier. 

. 


Mandatory retirement hasn’t 
stopped Alfred F. Goodman, former 
vice-president of the Winters Nation- 
al Bank & Trust Company, Dayton, 
Ohio. He has taken over new duties 
at the neighboring Ohio Indemnity 
Company. He is vice-president in 
charge of Ohio Indemnity’s “Ulti- 
mate Loss” insurance, an _ all-risks 
policy to cover the bank’s interest in 
automobile loans. 


Associates Investment Company of 
South Bend, Indiana, has just reached 
another milestone. It has opened the 
300th personal loan office in its na- 


Beauty commemorates milestone 





tional chain, at Jackson, Michigan. 

Patience Pierce, Miss Michigan of 
1959, cut the ribbon during the open- 
ing formalities, while Mayor Harold 
Nichols of Jackson, and Robert J. 
Heron, A.I.C. vice-president, looked 
on. 

Sd 


“Man of the Year” is a title that 
bankers are winning with increasing 
frequency, attesting to the financial 
industry’s acumen in civic and com- 
munity efforts. 

Latest recipients of the accolade 
are Craig S. Bartlett, senior vice-pres- 
ident, The Han- 
over Bank, John 
B. M. Place, sen- 
ior vice-president 
at the neighbor- 
ing Chase Man- 
hattan Bank, New 
York City, and 
John W. Barton, 
president of the 





Princeton (Min- 
nesota) State J. B. M. PLACE 
Bank. 


Mr. Barton, 76-year-old sparkplug 
of his community, was given a testi- 
monial dinner attended by more than 
500 of his fellow townspeople, who 
cited him for his civic support and 
wished him many more active years. 

Mr. Bartlett was chosen “Man of 
the Year” by the Alumni Association 
of New York University’s Graduate 
School of Business Administration, 
while Mr. Place’s award was pre- 
sented by the New York City Young 
Men’s Board of Trade. 

* 


Charles D. Coen, technical division 
director of NABAC, The Association 
for Bank Audit, Control and Opera- 
tion, has been named comptroller of 
the Amalgamated Trust & Savings 
Bank, Chicago. 

° 

A 45-year-old lawyer, Robert I. Liv- 
ingston, has taken over the top spot 
as president and chief executive offi- 
cer of Walter E. Heller & Company, 
succeeding founder Walter E. Heller, 
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who will serve as chairman of the 
board of the commercial finance firm. 

Also promoted were board directors 
Harry E. Abrahams, Ralph H. Carl- 
son, Peter E. Heller, and Lawrence 
A. Petersen, to senior vice-presiden- 
cies. Mr. Petersen will continue to 
serve as treasurer of the Chicago firm. 

. 


Lewis Gottlieb, chairman of the 
board, City National Bank, Baton 
Rouge, Louisiana, has won the annual 
Golden Deeds Award given by the 





C. Manship commends Mr. Gottlieb, right 


Tireless humanitarian honored 


State Times-Morning Advocate news- 
paper for outstanding citizenship. 

Mr. Gottlieb was cited for his tire- 
less leadership in civic activities and 
for his work as a humanitarian and 
philanthropist. 

Senior vice-president is Oscar C. 
Lindemann’s new title at the Texas 
Bank & Trust Company, Dallas. 
Harvie Chapman has been made 
director of public relations. 

a 

Charles E. Carleu has been ap- 

pointed vice-president and manager 


of the foreign department at the 
Peoples Trust Company of Bergen 


County, Hackensack, New Jersey. 
* 

The Pacific National Bank, Seattle, 
Washington, has promoted Warren 
W. Adams to vice-president. 

So 

Edwin H. Corbin, Joseph E. Hul- 
burt and A. Lee Ethridge have ad- 
vanced to vice-presidencies at the Se- 


curity First National, Los Angeles. 
Mr. Corbin takes over management 


of the trust department, succeeding 
Taylor F. Mullens, who has been as- 
signed new responsibilities in the gen- 
eral administration of the bank. 
a 

Former staff members of Hoggson 
3rothers, Inc., New York City bank 
building firm, have acquired control- 
ling interest of the concern. 

The new owners and officers are: 
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John G. Anderson, president; Harry 
F. Sanders, executive vice-president; 
Cecil Earls, vice-president; and 
Charles W. Buck, treasurer and secre- 
tary. 

+ 


The new First Trust and Savings 
Bank, Glenview, Illinois, is headed by 
Howard K. Hurwith, chairman; 
Harold H. Stout, president; Charles 
D. Christensen and Edward Bernard, 
vice-presidents; and Dwight A. 
Wobith, cashier. 


e 


James D. Lea’s election as vice- 
president headed promotions at the 
Union Bank, Los Angeles. He is as- 




















Banks everywhere are installing Wagner Changeable Copy Boards as a means 
of fostering good will. Regularly changed messages urging support of civic 
drives, saluting organizations, welcoming conventions—constant new mention of 
special banking services compel attention day and night—are watched with 
perpetual interest. 


Copy easily and quickly changed by “mechanical hand." Ladder climbing un- 
necessary. (Only Wagner letters can be satisfactorily changed with a "mechanical 


Please send free data file on Wagner Changeable Copy Boards for Banks. 


signed to the national accounts sec- 
tion of the business development di- 
vision. 

Others advanced were: Sydney J. 
Taylor, to trust officer; Donald B. 
Mullis, to assistant trust officer; and 
Robert A. Clemmons, Armin C. 
Schaumburg, Francis C. Wilson and 
Vincent A. Bell, to assistant cashiers. 
Mr. Bell recently completed central- 
izing of the checking account func- 
tions of several outlying offices. 

7 


The National Federation of Finan- 
cial Analysts Societies has elected 
officers for the 1960-61 term. Presi- 
dent is Jeremy C. Jenks, partner of 





INC. 


e Chicago 12, Illinois 
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Faster service at the window, added operational flexi- 
bility, improved depositor good will — these are some 
of the things being said about Autho-Visor, the sig- 
nature verification device recently introduced by 
LeFebure. 


Scheduled for 1960 installation at The Howard Savings 
Institution, Newark, New Jersey, and Union Dime 
Savings Bank in New York, the new system provides 
benefits to both the bank and the depositor. 


The Howard Savings Institution and Union Dime Sav- 
ings Bank officers have observed the development of 
Autho-Visor at every stage, and the final equipment 
has many features which were included to meet their 
operating requirements. The entire system was pat- 
terned to meet known operating objectives. 


Coding of existing signature cards can be accomplished 
on the bank premises, or in the LeFebure systems de- 
partment. LeFebure on-premises supervision is also 
available. 


Complete equipment for coding new accounts is avail- 
able to the bank. 


Uniquely flexible, the system requires no wiring, cables, 
circuits or other connecting devices between branches 
or departments. Passbook signatures, not intelligible 
without decoding equipment, can be instantly com- 
pared with withdrawal request signature AT ANY 
WINDOW IN ANY BRANCH OF EACH BANK. 
One bank, however, will not be able to read another 
bank’s depositor signatures. 


Features of the system are reduction in transaction 
time at the window, and the flexibility of service to 
the depositor. 


This is an important breakthrough in banking proced- 
ure. So new that complete information is still not avail- 
able in printed form. 


We will, however, keep you informed through bulle- 
tins and publication space such as is being used here. 
Your individual request for information will be an- 
swered in bulletin form. To have your name added 
to the mailing list simply write Autho-Visor, Le- 
Febure Corporation, Cedar Rapids, Iowa. 


Lefer), Atttho - Visor: 
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First Banks to Install New 


(Left to right) Mr. William L. Maude, President, and Mr. 
Robert E. Fendrich, Vice President, of the Howard Savings 
Institution, discuss the teller reader component of the Autho- 
Visor system. 


Mr. Walter R. Williams, Jr., President, (seated) and Mr. 
John M. Robert, Vice President and Secretary of Union Dime 
Savings Bank, discuss passbook design in preparation q 
Autho-Visor installation. 
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BZ. SIGNATURE 


RESIDENCE 


cin COMPLETE INFORMATION 1S REQUIRED OF EACH DEFOSITOR ON THE REVERSE SIDE OF THIS | 





SIGNATURE CARD IS CONVERTED 


A feature of the system is its ability to provide encoded 
passbook copy from existing signature cards. Each 
card is processed through a photo-optic unit, to provide 
a “scrambled” signature. 


WHICH, WHEN PRESENTED... 


When presented to the teller with the withdrawal re- 
quest, the passbook is inserted into the “reader” or de- 
coding unit in the teller station. This is a simple “drop 
in” action with a push button release. 


LEFEBURE CORPORATION Cedar Rapids, 


P"An affiliate of CRAIG SYSTEMS, INC. Lawrence, Mass. 


July, 1960 


. TO CODED SIGNATURE IMAGE 


This image is then accurately positioned mechanically 
into the passbook cover, registered for automatic read- 
ing in the decoding unit. This helps provide locked-in 
registration in the reader. 


IS INSTANTLY DECODED. 


The “scrambled” signature on the passbook cover is now 
made visible, and can be readily compared with the sig- 
nature on the withdrawal request. The teller at no time 
is required to leave his station for time-consuming sig- 
nature card look-up. 


lowa 


System Before Years’ End 








SIGNATURE IDENTIFICATION SYSTEM 
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Cyrus J. Lawrence & Sons, New York 
City. Joseph A. Jennings of the State 
Planters Bank of Commerce & Trusts, 
Richmond, Virginia, is executive vice- 
president, and George M. Hansen, 
manager of industrial investments for 
Keystone Custodian’ Funds, Boston, 
is executive secretary-treasurer. 
e 

Stockholder and supervisory ap- 
proval would consolidate the Farmers 
State Bank of Middleville. Michigan, 
with the Old Kent Bank and Trust 
Company, Grand Rapids. John Rob- 
ertson, cashier of the Farmers State 
Bank, would become vice-president. 

+ 

Named _ vice-presidents at First 
Western Bank and Trust Company 
are Frank W. Quinn and Walter W. 
Niles. 

Mr. Quinn is assigned to the Los 
Angeles administrative offices, and 
will work as a branch administrator 
in the Bank’s Southern Division. Mr. 
Niles is attached to the San Francisco 
administrative offices. 

cm 

At the Commonwealth Trust Com- 
pany, Union City, New Jersey, Wil- 
liam A. Halsch has been elected presi- 


dent. “ 


In promotions at the Lubbock 
(Texas) National Bank, Wayne Fin- 
nell has been elected senior vice-presi- 
dent and W. B. Parrack, Jr., E. H. 
Elliott and Coffee R. Conner have 
been named vice-presidents. 

= 

A $15,000 gift from the Chase Man- 
hattan Bank helped boost the New 
York City Red Cross fund for Chilean 
relief up near the $100,000 mark. 








Bankers among first to rush aid to distressed Chileans 


George Champion, president of 
Chase Manhattan, is shown left 
above, with Octavio Allende, consul 
of Chile for New York and E. Roland 
Harriman, (right) national chairman 
of the American Red Cross. 

Nationally, more than $300,000 in 
cash and $505,000 in supplies have 
been raised for Chilean relief. 

5 

The First National Bank of Boston 
has decided to reopen its representa- 
tive office in Paris, at 21 Place Ven- 
dome. It will be under the charge of 
T. B. Koons. The original Paris office 
was closed in 1935. 

Mr. Koons, who speaks French and 








IMPORTS 


modities from 





OF COCOA, COFFEE, BANANAS, SHRIMPS, 
BALSA WOOD, CASTOR SEEDS, and other com- 


ECUADOR 


may be easily transacted with 
Letters of Credit opened through 


LA PREVISORA 


NATIONAL BANK OF CREDIT 
— P.O. Box 44— 
Guayaquil, Ecuador. 


The largest commercial Bank in the country 
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Russian fluently, has served as attache 

in the U.S. Embassy in Paris and also 

on the Special Staff of the National 

Security Council from 1953 to 1957. 
aa 


Robert Tharpe, president of Tharpe 
& Brooks, Inc., Atlanta, Georgia, is 
slated to become the next president 
of the Mortgage Bankers Association 
when the association holds its annual 
meeting in Chicago, October 3-6. Mr. 
Tharpe was nominated for the post at 
the spring meeting of the organiza- 





R. THARPE 


c. 8S. STALLARD 
Will direct M.B.A. activities 


tion’s board of governors. Nominated 
for the vice-presidency was Carton §S. 
Stallard, president of the Jersey Mort- 
gage Company, Elizabeth, New Jer- 
sey. Dale M. Thompson, president of 
the City Bond & Mortgage Company, 
Kansas City, Missouri, has been nomi- 
nated second vice-president. 
* 

J. Bert Ross, Jr., has joined the 
Erie County Savings Bank, Buffalo, 
New York, as an investment officer. 
He was with Goodbody & Company. 

. 


Vice-president is Richard C. Gar- 
retson’s new title at the Society Na- 
tional Bank, Cleveland, Ohio. He will 
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assume added responsibilities in the 
commercial banking department, 
along with Edward E. Barker, Jr., 
who has joined the bank as vice-pres- 
ident. 

* 


Spencer R. Hackett and Ralph B. 
Gilpatrick, Jr., both have a great deal 
in common. They work for Mellon 
National Bank and Trust Company, 
Pittsburgh, Pennsylvania; joined the 
staff in the same year (1953); and 
have just been named vice-presidents. 

But the similarity ends there. Mr. 
Hackett went to Princeton and served 
in the U.S. Navy while Mr. Gilpatrick 
is a Harvard graduate and was in the 
U.S. Air Force. 

So 

Former  assist- 
ant to the presi- 
dent J. Willis 
Cantey has been 
made assistant 
president of the 
Citizens and 
Southern Nation- 
al Bank of South 
Carolina, Charles- 
ton. Hehas served 
as an advisory 
committee mem- 
ber to the President’s White House 
Safety Conference. 





J. W. CANTEY 


+ 


Auditor is O. K. Lion’s title at the 
Hancock (Mississippi) Bank. He had 
been an examiner with the Mississippi 
Department of Bank Supervision for 
the past 10 years. 

So 


Miss Peggie Wilson, center below, 
18-year-old secretary at the Citizens 
& Southern National Bank, has been 
selected “Miss C&S Atlanta.” The 
new queen is flanked by Miss Drucilla 
Bargeron (left) and Miss Joy McCol- 
lum, who tied for second place. 


Queen and lovely rivals 
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A. H. COOK 


Take over key executive roles in New York City 


Peoples State Bank, 
Chien, Wisconsin, has a 
president, Louis J. Teply. 

= 

The Lakewood State Bank, Dallas, 
Texas, has elected Don Wright presi- 
dent, and Weldon Miller executive 
vice-president. 


Prairie du 
new vice- 


° 


LeRoy Phelps is president, Herbert 
W. Rumsfeld is chairman, and Robert 
James is cashier of the newly-opened 
Bank of Lisle, Illinois. 

* 

W. S. Thompson has been elected 
president of the Commercial National 
Bank, Iron Mountain, Michigan. 

. 

First National City Bank of New 
York City has elevated three senior 
officers. Walter B. Wriston has been 
named executive vice-president: 
George A. Guerdan was advanced to 
senior vice-president and A. Halsey 
Cook is now vice-president of opera- 
tions. 


Dr. E. Sherman Adams, former 
deputy manager of the American 
Bankers Association’s department of 
monetary policy, has joined the bank 
as a vice-president. 

Webster E. Pullen and Juan D. 
Sanchez, previously resident  vice- 
president in Puerto Rico and Cuba, 
respectively, have been named vice- 
presidents. 

- 


Harold L. Cheadle, secretary of 
the A.B.A.’s Government Borrowing 
Committee and its Committee for 
Economic Growth without Inflation, 
has taken over Dr. Adams’ 
duties with the A.B.A, 

Meantime, Dr. Murray G. Lee, 
assistant director of the Stonier 
Graduate School of Banking at 
Rutgers University, is expected to 
assume directorship of that institu- 
tion. 

Edward T. O’Toole, former press 
officer at Chase Manhattan Bank, has 
been named assistant director of the 
A.B.A. News Bureau. 


former 








oo 100 Years’ 
Banking Experience. 


Branches throughout 
South America 


Bank of London & Montreal Limited, 
an affiliate, maintains a network of offices 
in Central America and the Caribbean. 
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The scene: Edwards Air Force Base, Calif. Crack engineers work ‘round the clock to ready the X-15 
for its flight to the brink of outer space. /ts engine, built by Thiokol in Denville, New Jersey, packs 
a 400,000 HP punch—more than the power of two giant ocean liners! Because of an accelerated 
assembly schedule, some parts—like this turbine pump control—are installed right on the flight line. 
They must be shipped fast, with kid-glove handling. In 


America’s modern way of doing business 
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The NASA-USAF-Navy X-15 manned rocket gets a vital part... delivered with jet-age speed by AIR EXPRESS 


X-15 part flies first 3000 miles by Air Express 








short, a job for low-cost AiR EXPRESS. Give your business —>— 
these advantages, too. Call AIR EXPRESS to speed your A || & 
products FIRST TO MARKET.... FIRST TO SELL. 





& CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY « GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES Font aed 
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Dutch Bank Issues 
Convertible Bonds 


Hollandsche Bank-Unie of Amster- 
dam has issued 10 million guilders 
of 414%4 per cent 10-year convertible 
bonds at par. This issue is unique in 
world banking. As far as we know, 
no other bank in the world has in- 
creased its capital by means of con- 
vertible bonds. 

The bank’s share capital amounts 
to 25 million guilders, its open re- 
serves total 3314 million guilders, 
while the balance sheet total exceeds 





one billion guilders. No other Dutch 
banks have indicated that they will 
follow H.B.U.’s example. 


~ = a 


Spanish Expansion 


Spain’s bank branching laws are 
quite restrictive, forcing the banks 
to hold the line as far as the num- 
ber of offices is concerned. Most of 
the banks are continuing to grow, 
though, as they constantly shift their 
offices from one location to another. 

Banco de Vizcaya, Bilbao, typifies 


Necessary operating space available at new branch location 


Banco de Vizcaya’s Agencia Urbana Avenida del Generalissimo, Madrid 
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Banco de Vizcaya branches: above, Agencia Urbana de Indauchu, 
Bilbao; left, Agencia Urbana no Robelle, Valencia 


Continuous growth forces Spanish branch moves 


what is being done in the country. 
During the past year, it has trans- 
ferred five of its offices to larger 
quarters and six other branches were 
remodeled and enlarged. 

Among the units that were relo- 
cated to more spacious quarters are 
the Robella branch in Valencia, and 
the Indauchu branch, Bilbao, shown 
above, and the Avenida del General- 
isimo branch, Madrid, shown below. 


° * + 


Russian Rouble Upgraded 


The revaluation of the Russian 
rouble has the financial world buzz- 
ing. Most of the experts agree, how- 
ever, that it is merely a propaganda 
move aimed at placing the rouble 
nearer the dollar in value. 

It may also indicate that the Rus- 
sians are having their troubles con- 
taining inflation, which has brought 
about the recent revaluation of the 
French franc, the Chilean escudo, 
and many other monetary units. 

About the only thing that is cer- 
tain is that the rouble has been up- 
graded to 10 times its former value, 
through the simple elimination of one 
of the ciphers. 

But there are some authorities, 
such as Lombard of the London 
Financial Times, who feel that this 
may be a step towards a Soviet 
breakaway from sterling as its prin- 
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cipal means of transacting interna- 
tional payments. 

Only time can tell, for it takes 
more than an internal change of cur- 
rency value to raise its acceptance 
in the eyes of other countries. 
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Japanese Securities Firm 
Transfers U.S. Branch 

A touch of the Orient was recently 
added to Los Angeles, when Nikko 
Kasai Securities Company opened a 
typical Japanese securities office at 
235 E. Second Street. The new unit 
replaces older quarters in the city. 

The branch, which operates as a 
U.S. affiliate of Nikko Securities 
Company of Tokyo, is aimed at en- 
couraging more Americans to invest 
in Japanese firms, according to Man- 
ager Kenji Hatanaka. He pointed out 
that Japanese industry is growing 
rapidly, providing fine investment 
opportunities in the fields of elec- 
tronics and chemicals, as well as in 
automobile and trading firms. 

Naomichi Toyama, director of the 
parent firm, who was at the opening 
ceremonies, added that investors in 
Japanese companies generally have 
a chance to acquire rights to new 
shares on a one-for-one or one-for- 
two basis, instead of one-for-ten as 
in the U.S. In addition, he said, the 


Direct wire to Tokyo keeps 


shares are always offered at par value 
or less, due to the urgent need for 
investment capital. 

The new office is geared to give 
investors all the information they 
need on Japanese firms. A listing of 
160 Japanese securities is kept up- 
to-the-minute by direct wire to the 
Tokyo exchange. It also has a library 
with complete information on Japa- 
nese stocks and commerce, a confer- 
ence and meeting room, and general 
office space. 

Shown at the board above, left to 
right, are: Kenji Kasai, chairman, 
Nikko Kasai; Shizuo Kayase, presi- 
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U.S. quotations up-to-date 


dent of the firm, which has its main 
office in San Francisco; Mr. Hata- 
naka; and Mr. Toyama. 


e e e 


Problems in Kenya 

An investment fall-off has prompted 
three of Kenya’s largest building so- 
cieties to restrict their loaning oper- 
ations. 

The Savings and Loan Society and 
the Kenya Building Society have 
stopped lending money on mort- 
gages for an indefinite period, while 
the First Permanent Society will 
only provide mortgage funds on new 
owner-occupied property. 

In addition to the mortgage fund 
cutoff, pension fund payments are be- 
ing altered to sterling areas and 
some groups such as the Kenya Meat 
Commission have decided to liqui- 
date for fear of money being frozen. 
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New Scottish System 
Smacks of Giro 


The Glasgow Savings Bank’s deci- 
sion to offer remittance orders to its 
customers for the payment of bills 
may eventually develop into a full- 
fledged Giro system. 

Under the Scottish bank’s pro- 
gram, customers may open separate 
remittance accounts and use these 
funds for the payment of all bills. 
The remittance orders are provided 
in books of five or ten each at the cost 
of one shilling per remittance. The 
depositor keeps,a minimum of £5 in 
the account for each order and also 
must retain a savings account of 
£10 or more. 

Once he has established these con- 
nections, he can pay for any goods 
or services by merely listing the pur- 
chase on the order and handing it to 
the trader. The latter completes the 
form and sends it to the bank, where 
a check payment is made out to the 
trader’s bank. The whole transaction 
is completed in three days or less. 
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Before it introduced the program, 
the Glasgow Savings Bank contacted 
all the merchants and businesses in 
the area to be sure that they would 
accept the remittances, said Andrew 
Rintoul, chairman of the bank. All 
of them were agreeable to the pro- 
gram, he added. 

Depositors, who stay with the pro- 
gram a year or more, he continued, 
will receive interest on their remit- 
tance accounts at the rate of 2% 
per cent per year. 


. * oa 


Swedish Milestone 


The one-millionth account has just 
been opened with Svenska Handels- 
banken in Stockholm, which sets not 
only a Swedish record, but also one 
of international scope and impor- 
tance, considering that Sweden has 





Reaps windfall on deposit 


less than 7% million inhabitants. 

The account was opened by Mrs. 
Inga Bjurner, of Bromma, shown 
left above, with Tore Browaldh, pres- 
ident of the bank, who presented her 
with five shares of the bank’s com- 
mon stock and a bouquet of flowers. 
Mrs. Bjurner is a widow with five 
children between the ages of 14 and 
22. 

Svenska Handelsbanken ranks as 
the 55th largest bank of some 30,000 
commercial banks in the world to- 
day. The total sum of deposits on 
all accounts at Handelsbanken is 
now 5,700 million kronor ($1,104,- 
090,000). 

In recent years the bank has 
undergone considerable expansion. 
Since 1950, 260,000 new depositors 
and 3,300 million kronor in deposits 
have been added to total assets. The 
first billion kronor mark was reached 
in 1920, forty-nine years after the 
founding of the bank. The second bil- 
lion was recorded twenty-six years 
later, while the third and fourth re- 
quired five and six years, respective- 
ly, to build up. The fifth was passed 
in 1959, only a year and a half after 
the fourth. 

When examining the distribution 
of the sums deposited in different 
accounts, it becomes evident that 
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This new 68 page booklet 
published by A. N. Z. Bank 
is a ready reference for those 
interested in the expanding 
flow of portfolio or direct 
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Space was at a premium before ... 


BANCO COR Tin 
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CUBANO 


neighboring building became enlarged wing at the Ayestaran branch, Havana 


Two buildings are transformed into one modern facility in novel Cuban branch expansion 


Handelsbanken is the bank for small 
depositors. There are 549,000 savings 
accounts totaling 908 million kronor, 
or an average of 1,654 kronor each. 
Some 100,000 checking accounts add 
total capital of 470 million kronor, 
and there are 88,000 time deposit ac- 
counts, worth 1,800 million kronor. 
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Common Market Members 
Delay Tariff Reductions 

The Outer Seven and the rest of 
the world are breathing a little easier 
now that the European Economic 
Community members have decided to 
hold off on their 20 per cent internal 
tariff reductions until January 1, 
1961. Under the Hallstein Plan, the 
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reduced tariffs were to take effect on 
July 1, 1960. 

One of the primary reasons for the 
delay is the brisk trade between West 
Germany and Britain, who are the 
strongest members of the particular 
factions. Another factor is that some 
of the Common Market members 
want a postponement, figuring they 
are not quite ready to meet the in- 
creased competition from within 
their own camp. 

The move has buoyed spirits on 
both sides, providing more time for 
serious discussions needed to bridge 
the split between possible solutions 
for better integration of trade as ad- 
vocated by the European Free Trade 
Association and the Common Market 
members. 


Modernization Plus 

Banco Continental Cubano, Ha- 
vana, recently solved the space prob- 
lem at its Ayestaran branch. It 
bought the adjoining building, tore 
down the wall, and then remodeled 
to produce the attractive branch 
shown above. 

Constructora Virmar, a local build- 
ing firm, was contractor for the mod- 
ernization, which included installa- 
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tion of carpeting in officers’ areas, 
terrazzo flooring in work spaces and 
the lobby, and wood paneling and 
photo murals in key traffic areas. 

Banco Continental’s Mariano 
branch also received a face-lifting. 
Constructora Virmar gave it the in- 
ternational flair, using Cuban and 
French marbles, Italian ceramics, 
and other U.S. and domestic compo- 
nents. The remodeled version is 
shown below. 


+ ° ° 


Decimal Switch Over 
Long “Bank Holiday”’ 


The South African Reserve Bank 
and the country’s nine commercial 
banks will close their doors as usual 
on Friday, February 10, 1961, and 
not re-open until the following Tues- 
day morning. When they do, they 
will be ready with millions of bright 
yellow bronze cents and half-cents to 
do business in decimals. 

This long “bank holiday” weekend 
ushers in the biggest currency 
switch since India converted some 
years ago. But it will be of even 
greater international significance. 
For several countries, including the 
United Kingdom and the three terri- 
tories of the Central African Federa- 


Face-lifting works wonders in revamped Havana office 


Banco Continental Cubano’s modernized Mariano branch 
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tion—but notably Australia and New 
Zealand —are also considering a 
change and they are watching the 
Union’s experiment. 

The cost of conversion in South 
Africa is yet a subject of fairly loose 
estimates. Biggest single factor is 
naturally the conversion or replace- 
ment of more than 130,000 sterling 
accounting machines, cash registers, 
gas dispensers and the like. For this 
operation, factories are’ being spe- 
cially tooled up and the cost could be 
anything up to $28,000,000, most of 
which the State will bear. 

The changeover should go smoothly. 
It has been greatly facilitated by the 


fact that the paper and silver money, | 


although their nomenclature will be 
changed in the new regime, retain 


their sterling values and their rela- | 


tionship to one another. 

The system is based on the 10 
shilling-Rand. Ten shillings retains 
its present purchasing value and new 
notes printed between now and D-day 
next February could well bear the 
title “ten shillings—RI.” 

As far as commerce is concerned, 
the only real conversion problem will 
be provided by the coppers, since the 
Decimalization Board has decided 
that it would be impracticable to 
withdraw the 40,000,000 pennies and 
half-pennies now in circulation. They 
will, therefore, be kept running 
through the consumers’ pockets along 
with the cent and half-cent pieces on 
a conversion basis of twelve to ten. 

The board is expected to approve 
a popular conversion table for trade 
purposes operative until the sterling 


coins eventually go out of circulation. | 


Shopping in the interim period 
(from February 14, 1961 until early 
in 1963 or thereabouts) will be eased 
by the double-pricing of all retail 
goods with 
values. 


sterling and decimal | 


The commercial banks are not un- | 


duly alarmed at the prospect of the 
switch. But they are confronted with 
an organizational problem that calls 
for careful advance planning. 

This problem could be _ broken 
down into five broad divisions: for- 
eign business; inter-bank and inter- 
branch transactions; internal branch 
procedure and banker/customer re- 
lationships. These are now 
broken down by organizational ex- 
perts into secondary divisions and 
finally into unit cells. 

What is at once a long-term advan- 
tage and a temporary complication 
is the fact that methods of account- 
ing in the banks dictate a sharp and 
complete changeover. The banks will 
have to operate on the existing sys- 
tem up to D-day and then go over 
immediately to the decimal system. 

Equipment conversion will have to 
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be carried out on a basis of split- 
second timing. The banks will have 
to keep adequate machinery running 
in sterling to cope with the work up 
to and including February 10. The 
subsequent switch to decimal equip- 
ment will have to be on a scale ade- 
quate to cope with all future business 
without time-lags. 

Various time tests have been un- 
dertaken to determine the number of 
man-hours involved in the reconcilia- 
tion of internal records and in other 
operations which call for careful pro- 
gramming. 

One of the obvious problems will 


be the caring for customers’ cash in 
the 344-day period of closure. 

The banks will doubtless have to 
offer clients some sort of temporary 
safe deposit facilities to relieve them 
of embarrassing accumulations of 
money in that period. And this will 
give rise to a consequential problem 
—that of the conversion of this 
money on the Tuesday, having it 
counted again by the tellers and re- 
deposited to the customers’ accounts. 

Another problem still to be solved 
concerns fractions of cents in ac- 
counting. The Decimalization Board 
has cast this problem down by elim- 








340 reporters give you the story 
of Canadian business today 


For the businessman interested in Canada, Imperial Bank gathers 
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Helsinki suburbanites have access to all normal banking services they require Kansallis-Osake-Pankki motor unit 


h CF FF 


Rolling branches fill temporary gap in Finnish bank’s rapid expansionary program 


inating the quarter-cent as an alter- 
native to the farthing. But there 
remain the 2% cent (the equivalent 
of the present threepenny bit, or 
“tickey”) and 74% cents (which has 
the same buying power as ninepence 
in the present system). 

The new decimal equipment will 
only work to two decimal places and 
therefore for all accounting purposes 
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the half-cent will then be eliminated. 

The board is expected to rule on 
this point very shortly. It is under- 
stood that 21% cents will be adjusted 
to three cents and—on a basis of 
give and take—the 7% cents will 
appear in the books and in the ma- 
chines as seven cents. 


° 


Equipment Display 

Every day more than £12 millions 
($33.6 million) in cash passes across 
the counters of Midland Bank’s 2,250 
branches. But the bank handles the 
problem with ease, thanks to its 


| equipment, which was recently shown 
| at the Mechanical Handling Exhibi- 


tion in London. 

Members of Midland’s staff dem- 
onstrated how bank-notes are counted 
by machine with unfailing accuracy 
at a speed of more than 20,000 an 
hour—three or four times faster 
than an expert cashier could count 
them by hand. 

The banks are among the largest 
users of mechanical office equipment, 
and in the Midland Bank alone there 
are more than 11,000 machines in 


| daily use. The accounting system of 
| every Midland Bank branch is based 
| on mechanized ledger-posting, and in 


addition to the machines demon- 
strated at the exhibition many other 
types of modern office machines are 
used, including the Telex system of 
communication, micro-filming units 
and electric calculators. 


. * ° 


| Branching Out 


Mobile units have proven so pop- 


‘ular at Kansallis-Osake-Pankki that 


the Finnish bank’s motorized fleet 


| has been expanded. The first auto 


branch began operations on July 30, 
1959, and two units have been pressed 
into action since. 

These rolling branches have a 
three-man staff and are used as tem- 
porary quarters in locations where 
new branches are being built. They 
provide all banking services for the 
five hours or so they are open daily. 

Currently, the bank autos are 
servicing suburban areas of Helsinki 
and factory and harbor areas in the 
environs of certain country towns. 

Since the beginning of the year, 
Kansallis-Osake-Pankki has added 
seven branches to its expanding chain 
of 294 facilities. 
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Belgium Boosted as 
Overseas Business Base 

Belgium’s many blessings, in terms 
of investment sites and governmental 
grants for foreign operators, are 
cleverly interwoven in the new book- 
let Reaching New Markets from a 
Business Base in Belgium. 

The colorful 80-page brochure is 
filled with photographs of landmarks, 
charts and graphs, all aimed at show- 
ing potential investors the soundness 
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of using Belgium as their European 
operational headquarters. 

Published under the joint supervi- 
sion of the Department of Foreign 
Affairs and External Trade and the 
Department of Economic Affairs, 
Brussels, the booklet is primarily di- 
rected to U.S. investors. It points 
out that more than 300 U.S. concerns 
are now operating units in Belgium, 
and many of them have taken advan- 
tage of low-interest, long-term loans 
to put their Belgian plants into pro- 
duction. 

Belgium’s central location, its hu- 
man resources, its free economy, low 
tax rates, and transportation facili- 
ties are among the many factors cov- 
ered in the booklet. 

Further details on the booklet may 
be obtained from the Belgian Indus- 
trial Information Service, 630 Fifth 
Avenue, New York City 20. 
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U.8.-German Tax Accord 

Pending revision to correspond 
with OEEC terms, a new concept of 
“permanent establishment” has been 
adopted under the U.S.-German Dou- 
ble Taxation Agreement (DTA), ac- 
cording to spokesmen of the German- 
American Tax Department of the 
Federal Ministry of Finance in Bonn. 

Under the new regulations, perma- 
nence is a major criterion. Mere ex- 
istence of a U.S. subsidiary in Ger- 
many does not qualify that subsid- 
iary as a permanent establishment 
under the DTA. It must also meet 
either of two other requirements: 
1. to hold and exercise authority to 
conclude contracts; 2. to possess and 
use merchandise stocks located in 
West-Germany. 

Aside from these two _ require- 
ments, the DTA does not provide 
specific qualifications. Other func- 
tions, important though they might 
be for certain tax aspects, and such 
points as the employment by the sub- 
sidiary of a shareholder or repre- 
sentative of the U.S. parent company, 
are considered irrelevant in the mat- 
ter of permanent establishment. 

However, there are two kinds of 
operations which cannot be consid- 
ered permanent establishments under 
the DTA: 1. an office used exclusive- 
ly for storing merchandise; 2. a 
warehouse used exclusively for buy- 
ing. 

But it is essential to note that the 
office must be a bona fide office, and 
the warehouse a bona fide warehouse, 
if these exceptions are to be allowed. 

An employee or representative reg- 
ularly active on behalf of a U.S. com- 
pany may constitute a permanent es- 
tablishment under the DTA if: 1. he 
has the power to conclude contracts; 
or 2. if he sells regularly from mer- 
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The new Head Office building of the Banco de la 
Republica in Bogota, Colombia, 
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Chubb is proud to have supplied heavy Treasury 
doors for the strongroom installation. 
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chandise stocks located in West-Ger- 
many, whether on their own prem- 
ises or not. 

Offices which are exclusively for 
information, consultation, sales pro- 
motion and research do not qualify 
for permanent establishment under 
the DTA provisions. 

Changes in the current U.S.-Ger- 
man DTA are expected to become 
effective after a 6 to 9 month ratifica- 
tion period. 
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Olympic Games Pose 
Unusual Banking Problems 

The Banca Nazionale del Lavoré is 
making special banking arrange- 
ments to meet the requirements of 
visitors to the 1960 Olympic Games 
in Rome, in line with its appointment 
as Official banker for the Games by 
the Italian National Olympic Com- 
mittee (CONI). 

This duty entails a tremendous in- 
crease in activity which is not all of 
a purely banking nature. For in- 
stance, a special office attached to the 
headquarters of the bank in the Via 
Veneto in Rome has been opened for 
the benefit of international sporting 
committees, for individual athletes, 
or even for tourists coming to the 
Games. This will provide banking in- 
formation for tourist and commercial 
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Outline Games, tourist data 


interests, too. Already this office is 
deeply involved in correspondence 
from all parts of the world. 
Competitors in the Games and for- 
eign correspondents will have access 
to two new branches: one is in the 
Olympic Village, the multi-million 
dollar housing estate specially built 
by the Italian government to accom- 
modate 8,000 athletes from eighty 
different nations, their managers, 
trainers, and their hangers-on; the 
other is in the “Press House” where 
over a thousand accredited foreign 
correspondents will be housed and 
will have all their immediate press 
facilities. Both of these offices will 
provide tourist, as well as banking, 
facilities. They are being staffed by 
specially selected bank employees who 


| speak foreign languages. 


In a more general direction the 


| Banca Nazionale del Lavor6 has pro- 
| duced a 140-page guide-book for the 


Games. It lists tourist attractions 
and other data on Rome. It is avail- 
able at all the bank’s branches in 


| Italy and from the bank’s agents 
| throughout the world. 


& 4 4 


Unique Course for 
Agricultural Experts 

A course, especially designed for 
two bank officers, is being conducted 


| at the University of Western Aus- 


tralia by the Rural and Industrial 
Bank with the full co-operation of 
the Institute of Agriculture. 

The two men are the nucleus of the 
Bank’s Farm Management Advisory 
Service, which aims at giving tangi- 
ble assistance to the agricultural de- 
velopment of the State. 

The officers, already expert in the 
practical field, will be given compre- 
hensive training in economic and 
technical aspects of the industry. 
Wherever possible the officers, or ad- 
visers, will work in cooperation with 
the Department of Agriculture. 

This, coupled with information on 
the best farming techniques, could 





possibly involve advising a farmer to 
sow barley instead of wheat and to 
change the farm stocking practices 
in order to take advantage of worla 
price trends. 

During their training course the 
officers attend some lectures with the 
University’s agricultural science stu- 
dents. 

The main functions of the farm 
management center at the Univer- 
sity are: To engage in farm manage- 
ment research jointly with the aca- 
demic staff and post-graduate students 
of agricultural economic and farm 
management; to give Government 
and bank officers who have had field 
experience training in farm manage- 
ment planning; to service advisers 
of farm management clubs, and, 
when requested, the Department of 
Agriculture and banks, with outlines 
of farm management programs which 
they could readily modify to suit the 
requirements of individual farmers. 
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Thriving Puerto Rico 

Puerto Rico is now experiencing 
one of the highest rates of invest- 
ment in the world and all indices 
used to measure and reflect the health 
of the economy are pointed sharply 
upward, according to the Govern- 
ment Development Bank for Puerto 
Rico, San Juan. 

In its latest study, Puerto Rico— 
A Thriving Field for Investment, the 
agency notes that several dynamic 
forces have combined to accomplish 
this remarkable progress. One of the 
most important, it adds, is the long 
range planning of the Government 
to create a favorable climate for pri- 
vate initiative. The foresight of busi- 
nessmen from Puerto Rico and the 
States, the agency continues, has 
transformed this planning into prac- 
tical reality. 

Advancements in transportation 
and communication, and the growing 
awareness of Puerto Ricans that 
their life is no longer static are other 
factors in the economy’s growth, 
states the report. 

Handsomely illustrated, the 24- 
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page booklet graphically portrays the 
industrial and social progress over 
the past few years. Supplementary 
charts and statistics give details on 
electric power consumption, gross 
product, and the like. 
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Travel Service Grows 


Longer vacations and an ever-in- 
creasing flow of tourist traffic are 
providing a ready market for the 
services of the International Travel 
Bank, according to Managing Direc- 
tor Beno Juster. 

The Travelbank, headquartered at 
Tastrasse 62, Zurich, Switzerland, 
has been in existence a year now, and 
already has deposits in excess of $25 
million. The initial success points up 
the immediate response to the bank’s 
aim of servicing the banking needs 
of the travel industry. It acts as 
an impartial paying and receiving 
agent for the complex flow of funds, 
commissions, charges, remittances, 
and the like, that normally consume 
the time of travel agents. 

It also provides a unique form of 
insurance for travel agents. The cov- 
erage is for events beyond the control 
of the agent, which due to his com- 
mitments might result in a financial 
loss to him. 

Broader fields in which it is also 
interested in are the financing of 
projects such as hotels, transport 
facilities, tourist centers and prem- 
ises for travel agencies. 

The bank is expanding its office 
setup, too. It plans to add offices in 
London and Rome in the near future, 
to round out the work of its branch 
in Paris. It also has a New York City 
representative office, run by Sim 
Amir & Co., at 161 East 42nd Street. 
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Insurance Booklet 
Outlines British Act 


The problems which face British 
employers when the National Insur- 
ance Act of 1959 goes into force in 
April, 1961 are clearly outlined in a 
new 40-page booklet. 

The Act calls for all employees 
over 18 years of age to be covered 
by its far-reaching pension program, 
which will provide for graduated con- 
tributions and variable pension bene- 
fits based on weekly income. 

The booklet discusses the various 
courses of action available to em- 
ployers who already have pension 
programs and do not want to partici- 
pated in the low-cost government 
plan. 

The booklet may be obtained by 
writing to the Life Department, 
Eagle Star Insurance Company, Wim- 
borne House, Arlington Street, Lon- 
don S.W.1, England. 
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Affecting Canadian Enterprises. 

You can obtain your free copy of 
this BNS booklet by filling in and 


mailing the coupon below. 


Please send me a free copy of your newly-revised booklet on 


THE BANK OF NOVA SCOTIA 


New York Agency: 37 Wall Street. 


r 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
Income Taxes and Other Legislation. 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


eoeoeeeseeeseeoseeeeesreeeeeseseeeeeeseses 


eee eee eee ee reer eee eee eeeeeeeeeeeee 


see eee eee eee eee eee eee ewer eeeeeeeee 


Chicago Representative: 


Board of Trade Bidg. General Offices: 44 King St. West, Toronto. 
London Offices: 24-26 Walbrook, E.C.4; 11 Waterloo Place, S.W.1. 


Correspondents wherever men trade. 
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HERRING-HALL-MARVIN 
CUTS COST 


| of Bank Counters 





HERRING-HALL-MARVIN 


Counter Division 
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This is a typical 

Herring * Hall * Marvin 
Custom-Designed Installation 
at a Production-Line Price 


Step inside the Cuyahoga Falls branch of the 
Bank of Akron (below) and be impressed by its 
inviting teller’s counter. 

Custom-designed for most efficient use of 
space, each teller’s station is equipped as 
shown in the photo at the left. In the pedestal 
unit are a key-locked cash drawer, key-locked 
storage drawer and combination-locked silver 
compartment. 

The apron case accommodates coin wrap- 
pers and other papers; provides a 3-compart- 
ment bin for rubber bands, etc. The return 
counter has a divided apron case for passbooks 
and papers, utility drawer, a large swing-door 
compartment and two open bins for supplies. 





For the equipment of a new banking room or 
the remodeling of an old one, we have devel- 
oped a remarkably flexible system for creating 
custom-designed bank counters at production 
prices. 


Write for catalog showing standard-dimension 
steel under-counter units for cost-cutting 
counter installations. 


SAFE COMPANY 


"A Division of Diebold, Inc." 


Burroughs Clearing House 
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CANADIAN BANKING 








Canadian Bank Growth 
Continues in Caribbean 

Canadian banks are among the 
most active institutions in the Carib- 
bean area. Four of the country’s 
nine banks are well-established in the 
British Commonwealth islands and 
territories, as well as in the Latin- 
American republics and Puerto Rico. 

Seventy years ago the Bank of 
Nova Scotia opened the first branch 
in the islands at Kingston, Jamaica, 
to finance the Canada-West Indies 
trade in fish and sugar. Financing 
trade in these commodities as well 
as bauxite from Jamaica and oil from 
Trinidad still forms the basis for 
most of the banking operations. The 
growing tourist traffic has brought 
increasing business to these branches 
and in a few cases has resulted in the 
Canadian banks opening new offices 
at popular resorts. Canadian finan- 
ciers and resort operators have 
played a major role in the develop- 
ment of tourist accommodations and 
facilities in the islands, especially in 
the British islands. 

The Bank of Nova Scotia has 23 
branches in Jamaica, two in Trini- 
dad, one in the Bahamas, one in Bar- 
bados, eight in Cuba, three in Puerto 
Rico, and two in the Dominican Re- 
public. The Royal Bank of Canada 
has eight branches in the Bahamas, 
one each in Antigua, Dominica, Gre- 
nada and Haiti, two in Barbados, five 
in Puerto Rico, 24 in Cuba, and eight 
in the Dominican Republic. Canadian 
Bank of Commerce has two branches 
in the Bahamas, one in Barbados, 
four in Jamaica and three in Trini- 
dad. The Bank of London and Mont- 
real, affiliated with the Bank of 
Montreal, has offices in the Ba- 
hamas, Jamaica and Trinidad. 

The Bank of Nova Scotia Trust 
Company (Bahamas) Ltd., formed 
two years ago at Nassau, has opera- 
tions in the Bahamas, Jamaica, Bar- 
bados, Trinidad and Tobago. 

The Royal Bank of Canada as well 
as the Bank of London and Montreal 
also have numerous branches among 
the republics and British colonies of 
Central and South America. 

All four banks anticipate opening 
new branches in the Caribbean area 
this year. 
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Savings. Loan Approaches 
The Bank of Nova Scotia has de- 

signed two new counter cards, one to 

promote its Scotia Plan loans and the 
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Cards promote savings, loans 


other to promote savings accounts. 
The two self-standing counter units 
shown in the accompanying photo- 
graph are silk-screened in four col- 
ours. 

In these latest additions to the 
bank’s growing family of branch dis- 
plays, center mobiles illustrate sav- 
ings goals and reasons for borrow- 
ing. 

. . 2 


More Loan Funds 
Foreseen For Business 

Canadian banks are now able to 
increase their business loans on a 
selective basis, J. E. Coyne, governor 
of the Bank of Canada, stated at 
Hamilton, Ontario, in mid-May, in 
reviewing recent monetary develop- 
ments in Canada. 

Statistics of Canadian chartered 
bank loans showed an increase of 
nearly $1 billion between September 
1958 and August 1959, Mr. Coyne 
pointed out. Loans declined by rough- 
ly half the previous increase in the 
six months from August 1959, partly 
because of a normal seasonal char- 
acter. A number of earlier bank loans 
have now been retired. The high level 
of bank lending for consumer credit 
purposes has slowed down. As repay- 
ments of past loans accumulate the 
total volume of loans of this type may 
well decline. This will have the effect 
of releasing further funds for gen- 
eral business purposes, Mr. Coyne 
stated. 

“The banks have also put a limit 
on the amount of funds they will lend 
to financial institutions specializing 
in the business of consumer credit, 
institutions which have other means 


of raising funds besides bank loans,” 
Mr. Coyne explained. “Interest rate 
limitations have caused the banks to 
withdraw from the field of insured 
housing loans. 

“As a result of these developments, 
the chartered banks now have a cer- 
tain reserve ability to increase their 
business loans on a prudent selective 
basis as opportunity offers. Sound 
new enterprises are able to obtain 
banking accommodation, and exist- 
ing businesses are able to obtain an 
increase in their lines of credit. This 
is particularly true in the field of 
small business. The banks’ larger 
customers have alternative means of 
financing and need not rely entirely 
upon bank credit for working capital 
funds,” Mr. Coyne concluded. 
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Trust Company Review 
Canadian trust companies have 
been in business for more than 75 
years. The growing use of their serv- 
ices is indicated 
by the 60 per cent | 
increase in the | 
amount of “other | 
people’s money” | es 





entrusted in the = 
care of Canadian | ™* — 

. Companies 
trust companies | cawdo foryou 
in the last five | 
years. 








To better ac- 
quaint both individuals and groups, 
the Trust Companies Association of 
Canada, Toronto, has prepared a 
booklet on “What Canada’s Trust 
Companies Can Do For You.” The 
16-page pocket-size booklet describes 
the functions of the more than 30 
trust companies with their 185 offices 
throughout Canada. It deals with 
services for individuals and corpora- 
tions, and trust company facilities 
for savings deposits, mortgage loans 
and safety deposit vaults. 
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Strengthen Mortgage 
Loan Regulations 


A law designed to eliminate mort- 
gage loan sharks went into effect in 
Ontario on July 1. Under the new 
Mortgage Brokers’ Registration Act 
all mortgage brokers will have to 
register and full details of any mort- 
gage loan must be spelled out and 
given in writing to the borrower. 
This will disclose mortgage terms, 
interest, bonus if any, and other 
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The Burroughs B-101 Sorter-Reader 
sorts at 1,560 items per minute. 











Burroughs Clearing House 












BURROUGHS BHO] fs 
SORTER- READER 


FASTEST MICR SORTER AVAILABLE 














Banks across the land in ever-increasing 
numbers are taking delivery on their 
Burroughs B-101 Sorters and applying 
them to their document processing jobs. 
Since early February Burroughs Sorters, 
the most efficient available, have been 
rolling into banks from Coast to Coast. 











B-101 Sorters are in daily use on inter- 
mixed, random size live work—printed by 
literally hundreds of different printing 
sources—bringing a new era of speed, 
accuracy, and economy to item process- 
ing—and proving the soundness of bank- 
ing’s ‘Common Language”’ program. 












Call your Burroughs Branch for more 
information on banking’s most advanced 
MICR sorter. Or, write to Burroughs 
Corporation, Detroit 32, Michigan. 













Burroughs Corporation 
“NEW DIMENSIONS / in electronics and data processing systems" 
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charges. The legislation does not set 
maximum interest rates and does not 
touch upon other problems such as 
that of selling mortgages at dis- 
counts. 

Under the new act, the Ontario su- 
perintendent of insurance may re- 
fuse to register an applicant broker 
if it would not be “in the public in- 
terest.” The superintendent of insur- 
ance will have power to investigate 
any dealer’s transactions. In announc- 
ing the new legislation, Ontario At- 
torney-General A. Kelso Roberts 
stated that it is aimed at eliminating 
“bad operators” who often take ad- 
vantage of unsuspecting people seek- 
ing mortgages. 
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Banking Enroute 

With an eye to increasing travel 
on the Alaska Highway this year, the 
Bank of Montreal has opened two 
branches on this road between south- 
ern Canada and Alaska. A branch 
was opened late in April at Watson 
Lake, about midway on the road be- 
tween Fort Nelson, B.C., and White- 
horse, Yukon, under management of 
F. S. Massie. In mid-May a branch 
was opened at Haines Junction, 
Yukon, 98 miles northwest of White- 
horse, an important junction on the 


road to Fairbanks, Alaska. This 
branch will be open one day a. week 
as a sub-agency of the Whitchorse 
branch. 

In addition to increased road traf- 
fic on the Alaska Highway since 
Alaska became the 49th state of the 
United States, there is considerable 
development of natural resources un- 
derway in the area along the high- 
way, which is currently being oper- 
ated as a military road- under the 
jurisdiction of the Canadian govern- 
ment. 
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Bank News Round-Up 

To push savings for vacation travel 
the Bank of Nova 
Scotia has had 
display boards de- 
signed to feature 
four color photo- 
graphs of scenic 
spots and vaca- 
tion activities. 
The photographs 
can be up to 30 
by 40 inches in 
size, and the dis- 
play easels allow 
easy interchange 
of photos. 

The Bank of Nova Scotia has also 
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of the 60’s 


A handsome, authoritative booklet titled “Arizona’s Chal- 
lenge of the 60’s” is just off the press. Compiled from 
several reliable sources by the State Employment Security 
Commission of Arizona, it gives you a bird’s eye view of 
the state’s dramatic past and projected future in popula- 
tion, employment, bank deposits, real estate, income and 


Write for your free copy today — compliments First 
National Bank. See how the state’s oldest bank can serve 
when you want facts about Arizona. 


NATIONAL eC 


BAW K or arizona 3 












Business Development Dept, 
First National Bank 
Phoenix, Arizona 

Alpine 8-7212 








released a pocket folder “What's that 
in dollars?” for travelling customers. 
European currencies as well as those 
of the British West Indies are in- 
cluded in the handy converter, which 
also lists the bank’s branches outside 
Canada. 
o 


Many corporate pension plans now 
operating in Canada will be unable 
to support workers on a satisfactory 
scale after they have retired, accord- 
ing to a pension specialist. J. Fraser 
Coate, manager of the pension divi- 
sion of the Montreal Trust Co., drew 
this conclusion at Toronto in mid- 
May, at a special pension conference 
which had been sponsored by the 
company. 

It is likely that no non-contribu- 
tory plan and few contributory plans 
based on average earnings and mini- 
mum employee contributions will in 
themselves provide an adequate pen- 
sion in relation to the scale of living 
which has been attained by most 
employees close to retirement, he 
pointed out. 

Mr. Coate urged company man- 
agers to study their present retire- 
ment plans in the light of changed 
conditions brought about by infla- 
tion, the rise in living standards and 
the greater weight and incidence of 
income taxes. Employees should be 
encouraged to save for retirement on 
their own account by investing more 
of their earnings in tax exempt pen- 
sion funds than the bare minimum 
contribution required under the plan, 
he stated. 


od 


For the first time in the 142-year 
history of the Bank of Montreal, a 
weekly meeting of the board of direc- 
tors was held outside Montreal, on 
May 17 at the Ontario headquarters 
of the bank at Toronto. Nineteen di- 
rectors attended the historic meeting 
at Toronto. Other meetings outside 
Montreal are planned. 
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Personnel Changes 

D. C. Langford, executive assistant 
at the Montreal head-office of the 
Mercantile Bank of Canada, has been 
appointed assistant general manager 
of the bank. 


+ 


H. E. Bemrose, manager of the 
main Montreal office of the Imperial 
Bank of Canada, has been appointed 
superintendent of Quebec and Mari- 
time branches of the bank. He is 
succeeded at the main branch at 
Montreal by B. H. Myers, previously 
manager at the Yonge Street and 
Eglinton Avenue, Toronto branch of 
the Imperial Bank of Canada. 
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Mount Prospect State Bank, Mount Prospect, Illinois, uses 8 new compact 







AUTOMATIC 
CASHIERS 


View showing manner in which Model 502’s 
have been installed in the tellers‘ work areas 
by the Mount Prospect State Bank. Note that 
the keyboard unit has been countersunk. 
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occupy only %4 of the counter space required by 
other type Brandt Automatic Cashiers. The units 


wiB/j¢ olin eerie eee ae e e,° “4: * 12 
a ri stash 57a may be placed in positions to suit individual tellers. 








This bank uses a complete line of Brandt equipment. 


PAY, SORT, COUNT AND PACKAGE COINS WITH BRANDTS Note their letter reproduced herewith. 
There are several other types of electric Brandt 
BRANDT Automatic Cashiers as well as manually operated 
machines from which to make a selection. Addi- 

TOMATIC CASHIER CO. 5 “ 4 
a tional Brandt products include Coin Sorters and 
eengtemniens Saudia’ 10th “ibaa Counters, Coin Counters and Packagers and Coin 


Wrappers and Bill Straps. 
Brandt® Cashier® 
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Drive-In 


George T. Nelson, Assistant 
Cashier of Central National Bank 
and Trust Company of Des Moines, 
says, “The only way to handle 
the traffic was with a Mosler- 
equipped drive-in facility. We 
thought our new drive-in would 
handle the same number of trans- 
actions as the previous installa- 
tion. Instead, each of the four 
Mosler drive-in windows did the 
same amount of business! The 
four windows handled well over 
5000 customers in December.” 

Says Robert K. Goodwin, 
Chairman of the Board: “The 
basis for our phenomenal growth 
is warm customer relationships. 
Our customers needed the con- 
venience of a drive-in facility, so 
we gave them one.” 





E. F. Buckley, President, says, 
“We are most satisfied with 
Mosler equipment. The electri- 
cally operated deposit drawer 
efficiently serves small and large 
cars...even trucks. We used 
Mosler equipment exclusively. 
It’s trouble-free and has won 
many satisfied customers.” 


Y WALK 


“This Mosler walk-up window really surprised 
us. Even though the main bank is just up the 
street, it averaged a transaction every two min- 
utes in the month of December.”’ 








drives out traffic problem! 


Problem Solving — A Mosler Specialty 


From the largest bank vaults to 
the smallest safe deposit boxes, 
Mosler design and manufactur- 
ing experience is at your service. 
Write for information on any 
kind of customer convenience and 
protection equipment. 





“The facilities in our Mosler Drive-In Windows 
are so complete that each one is practically a 
branch office in itself. Their ease of operation 
keeps our tellers comfortable and alert.” 


The Mosler Safe Company 





Dept. A-360, 320 Fifth Avenue, New York 1, N. Y. 


Factories, Hamilton, Ohio 
World’s Largest Builder of Safes and Vaults 


In Canada: Mosler-Taylor Safes Ltd., Brampton, Ontario 
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THE BOOKLET COUNTER 








Bank Recruiting . . . The re- 
wards of choosing banking as a ca- 
reer are effectively illustrated in this 
16-page brochure released by the 
personnel department of a New York 
City bank. The bank chose an actual 
staff recruit and photographed him 


Bee lisliat-| 
ifelg 
Bmelosteigueh. 





Outlines many benefits 


in the various parts of the bank and 
in downtown Manhattan as he went 
about the task of joining the institu- 
tion. The booklet discusses what the 
bank provides in educational benefits, 
bank training, salary and fringe 
benefits, and then reviews advanced 
training opportunities available to 
members of the staff. 


Public Relations Counseling .. . 
Financial public relations, corporate 
public relations, product publicity, 
and image analysis are among the 
13 services described in this pocket- 
size brochure published by a national 
public relations firm. The booklet ex- 
plains the role of planned public rela- 
tions programs in the corporation 
and trade association, and also ex- 
plains the operations of the pro- 
fessional counseling firm. Public re- 
lations areas covered include asso- 
ciation public relations, community 
relations, localized merchandising, 
employee relations, publications and 
films, and special projects. 


Overseas Business Preparation 
. . » Here is a timely article aimed 
at a firm’s preparations for foreign 
operations. Of interest to business- 
men directly or indirectly associated 
with foreign investments, the discus- 
sion includes background on profita- 
ble markets abroad, study areas 
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where information on business poten- 
tial can be gained here in this coun- 
try, and outlines six questions that 
a manufacturer should answer before 
entering the foreign field. These 
questions relate to such topics as 
competition, product services, con- 
sumer education, and local laws that 
may affect the manufacture and sales 
of particular products. The booklet 
then goes on to review the steps gen- 
erally taken by firms entering the 
foreign market and explains man- 
agement problem areas. 


Commercial Financing Firm... 
An unsually-designed data file on one 
of the nation’s oldest and largest 
commercial financing and factoring 
organizations has just been released. 
The new visually-indexed booklet de- 
scribes the company’s operations and 
relates its history. Its 10 easy-refer- 
ence sections include information of 
the factoring and. commercial finance 
divisions, the firm’s industrial time 
sales, and its equipment leasing sub- 
sidiary. Management structure of the 
firm and a review of the company’s 
financial status are also included. 


Leasing Releases Capital .. . 
With the growing popularity of 
equipment leasing to all forms of 
business, this Ohio firm has released 
a booklet that describes leasing, what 
it can mean for business, how leas- 
ing programs operate, how to apply 
for leasing services, and how it can 
help the vendor of equipment. The 
pros and cons of leasing versus own- 
ership are detailed, as are various 
types of leasing agreements. 


Electric Protection . .. In this 
booklet, the manufacturer of electric 
systems to safeguard life, property 
and profits against fire, burglary, 
holdup and other hazards presents 
the newest in alarm systems and de- 





These booklets are available upon 
request, free of charge or obli- 
gation, under an arrangement 
whereby the requests are referred 
promptly to the producers. Sim- 
ply address requests on bank or 
company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











tection devices. The workings of the 
firm’s central stations in major mu- 
nicipalities are explained. Special 
equipment used to guard against fire, 
burglary and holdups under varying 
circumstances and applications is 
discussed. 


Municipal Face-Lifting . . . The 
giant steps taken by an urban devel- 
opment corporation in the east dur- 
ing 1959 are retraced by the corpora- 
tion’s well-designed annual report. 
Bankers in other urban areas are 
sure to find a great deal of interest- 
ing commentary in the pages of this 
booklet as its authors review the 
original purposes of the corporation 
and then outline projects that have 
been completed or started. ‘Before’ 
and ‘after’ photos serve to dramatize 
the great change in this historical 
city. 


Writing Business Letters . . . 
Answers to questions such as how 
to keep corre- a 
spondence costs |» HOW MUCH ????) 
at a minimum, DO YOU KNOW??/ 
how to say ‘no’ to 
a person and make _ BUSINESS LETTER | 
him like it, and WwritinG?????) 
how toturnarou- | 
tine letter into a 
public relations 
tool are some of 
the subjects dis- 
cussed in this handy booklet published 
by an industry in the communications 
field. Forty questions concerned with 
the area of written communication 
are developed by the author. Answers 
include a number of suggestions on 
how to improve the form of a busi- 
ness letter, and the impression that 
it makes. 





Mobile Home Parks . .. Bank 
loan departments and the lending op- 
erations of other institutions may 
well welcome receipt of this compre- 
hensive study of the investment op- 
portunities of mobile home parks. 
The 20-page, full-color brochure has 
been prepared from information 
gathered by a well-known firm of ac- 
countants and auditors. Its pages 
discuss construction costs, financing, 
income, resale values and the future 
outlook for planned communities of 
mobile home dwellers. The booklet 
also lists some of the considerations 
in building a park, such as physical 
layout, planning and zoning, and de- 
sign and engineering. 
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“What’s so bad 


about basing the ad budget 


on last year’s shipments ?” 


Management men, seeking a reliable guide to 
advertising appropfiations, often settle on a 
percentage of sales. The following commentary 
on this practice was written by A. J. Bergfeld, 
President of the internationally known manage- 
ment consultant firm of Stevenson, Jordan & 
Harrison, Inc. 


“Past practices of your own or of your com- 
petitors will produce no magic ratios by which 
you can either judge or budget the right amount 
of advertising automatically as a percentage 
of past sales. 


“Plans for increasing sales volume, sales revenue 
and resulting profits by product and by territory 
or by divisions, can better be analyzed and 
approved by considering advertising as a pro- 
grammed cost to be associated with specific 
profit plans and to be measured against specific 
results. 


“Programming advertising costs as a measured, 
reasoned and integrated part of a future profit 
plan usually results in a better plan and better 
actual future profits.” 





























ASSOCIATION OF INDUSTRIAL ADVERTISERS 


271 madison avenue + new york 16, n.y. « telephone murray hill 5-8921 


An organization of over 4000 members engaged in the advertising and marketing of industrial products, with local chapters in ALBANY, BALTIMORE, BOSTON, BUFFALO, 
Cuicaco, CLeveLaNnp, CoLumpus, Dacias, Denver, Derrotr, HAMILTON, ONT., HARTFORD, HousTON, INDIANAPOLIS, Los ANGELES, MILWAUKEE, MINNEAPOLIS, 
MonrtreAL, Que., NEWARK, New YORK, PHILADELPHIA, PHOENIX, PtTTSBURGH, PORTLAND, ROCHESTER, St, Louis, SAN FRANCISCO, TORONTO, ONT., TULSA, YOUNGSTOWN. 


’ 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, dr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


No Prepayment 
Without Penalty 


Prepayment of the principal of a 
bond and mortgage without a penalty 
is not a matter of right unless there 
is a provision for it, according to the 
Appellate Division of the Superior 
Court of New Jersey. 

The mortgagors claimed the right 
to pay the entire $60,000 principal 
and accrued interest on their bond 
at any time, without penalty. The 
plaintiffs rejected the claim and the 
payments, and the defendants refused 
to pay further monthly installments 
in accordance with the bond. 

The bond required the obligors to 
pay the principal sum of $60,000 
“with lawful interest for the same,” 
to be computed at the rate of 6% per 
annum, “the said principal and in- 
terest to be paid in monthly install- 
ments of $666.14 commencing on the 
first day of June, 1959, and payable 
on the first day of each month there- 
after until the principal and interest 
are fully paid, except that the final 
payment of principal and interest if 
not sooner paid shall be due and pay- 
able on the first day of April, 1969.” 
The bond contained no specific pre- 
payment provision and, apart from 
the phrase, “if not sooner paid,” pro- 
vided without qualification for the 
periodic installment payment of 
principal and interest over the ten- 
year span. 

The defendants by agreement with 
the plaintiff bank and the original 
mortgagors had assumed the mort- 
gage and about a month later de- 
manded a “pay-off statement” which, 
as submitted by the plaintiff, in- 
cluded a $1,800 repayment penalty. 

After making tender of the amount 
of principal without the penalty, the 
mortgagor defendant made no fur- 
ther payments and the mortgage was 
foreclosed. The defense included an 
allegation that the plaintiff used un- 
lawful duress in an attempt to exact 
a prepayment penalty, which is tan- 
tamount to usury. They contended 
that by use of the words if not sooner 
paid, “it becomes apparent that plain- 
tiff anticipated the possibility of pay- 
ment of the obligation before April, 
1969 and that where ambiguity exists 
the words will be construed most 
strongly against the party prepar- 
ing the instrument or employing 
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the words concerning which doubt 
arises.” 

They asserted that having on July 
15 assumed the mortgage dated April 
13 with the first payment under their 
substituted bond due August Ist, 
they could, as of September Ist, have 
forced the plaintiff against its will to 
accept the $60,000 and forego the in- 
terest which the plaintiff would oth- 
erwise receive over the life of the 
mortgage. 

The Court rejoined: “The plain- 
tiff’s action is not an attempt, as al- 
leged by defendants, to ‘exact a non- 
contractual prepayment penalty for 
the cancellation of the mortgage’ 
constituting ‘duress tantamount to 
usury ...’ It is merely the exercise 
of a right to demand a consideration 
for its acceptance of a request by de- 
fendants for prepayment for which 
no specific provision existed. For 
such requested action it had a sepa- 
rate contractual right to require the 
aforesaid payment ‘for surrendering 
the privilege of having its funds in- 
vested, and of collecting interest 
thereon for the term provided in the 
contract. . .’” 

... Savings Bank v. Howard S. Stain- 
ton & Co., 159 A. 2d 443 (1960) 
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Immunity Does Not Extend 
to State Stamp Taxes 

In an action by a Federal Savings 
and Loan Association against the 
South Carolina State Tax Commis- 
sioner to recover documentary stamp 
taxes, the Supreme Court of South 
Carolina ruled that immunity from 


state taxation does not extend to 
stamp taxes. The association had paid 
the money under protest to cover the 
stamp taxes on 10 promissory notes 
which it had executed to the Federal 
Home Loan Bank Board. 

At the time the notes were ex- 
ecuted, documentary stamps in the 
amount of 4 cents for each $100 or 
fraction thereof were affixed. The 
pertinent section of the Federal 
Home Loan Bank Act reads as fol- 
lows: 

“The bank, including its franchise, 
its capital, reserves, and surplus, its 
advances, and its income, shall be 
exempt from all taxation now or 
hereafter imposed by the United 
States, by any Territory, depend- 
ency, or possession thereof, or by 
any. State, county, municipality, or 
local taxing authority; except that 
any real property of the bank shall 
be subject to State, Territorial, coun- 
ty, municipal, or local taxation to the 
same extent according to its value as 
other real property is taxed.” 

The Association took the position 
that it was an instrumentality or 
agency of the United States, and. as 
such, exempt from State taxation. 
To this the Court rejoined: “A cor- 
poration cannot escape state taxation 
merely because it was created by the 
federal government, nor because it 
was subsidized by it, nor because it is 
employed by the Federal government, 
wholly or in part, unless it is really 
an agency or instrumentality for the 
exercise of the constitutional powers 
of the United States.” 

The pertinent section of the Home 
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Owners Loan Act of 1933 provided: 
“Such associations, including their 
franchises, capital, reserves, and sur- 
plus, and their loans and income, 
shall be exempt from all taxation 
now or hereafter imposed by the 
United States, and all shares of such 
associations shall be exempt both as 
to their value and the income there- 
from from all taxation (except sur- 
taxes, estate, inheritance, and gift 
taxes) now or hereafter imposed by 
the United States; and no State, Ter- 
ritorial, county, municipal, or local 
taxing authority shall impose any tax 
on such associations or their fran- 


chise, capital, reserves, surplus, 
loans or income greater than that im- 
posed by such authority on other 
similar local mutual or cooperative 
thrift and home financing institu- 
tions.” 

The Court read the foregoing pro- 
vision to mean that taxation of such 
associations by the State was per- 
mitted so long as it was not greater 
than that imposed by such authority 
on other similar institutions. “. . . the 
provisions are clear, unambiguous 
and unequivocal in permitting the 
imposition of a documentary stamp 
tax on promissory notes executed by 
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a Federal Savings and Loan Associa- 
tion when such is no greater than 
that imposed by the respondent on 
similar local Building and Loan As- 
sociations. We think that by the very 
terms of the statute, Congress has 
permitted to the States and the les- 
ser taxing authority the specific right 
to tax a Federal Savings and Loan 
Association, but to no greater extent, 
however, than that with respect to 
similar local institutions.” 

Laurens Fed. S. & L. Ass’n v. South 
Carolina Tax Com’n., 112 S.E. 2d 716 
(1960) 
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Co-owned Bonds 
Not Part of Estate 


The Supreme Court of Pennsyl- 
vania ruled in a split decision that 
U.S. bonds co-owned by a dead 
woman and one other person belong 
to the surviving co-owner and do not 
have to be included in an inventory 
of the decedent’s estate. 

The dead woman was survived by 
her husband and several nephews and 
nieces. One niece was named her ex- 
ecutrix. The decedent had a safety 
deposit box which contained among 
other things 115 U.S. Government 
series “E”’ bonds with a face value 
of $13,100. All the bonds were in the 
name of the dead woman and one 
other person. 

The question was whether the co- 
owner had a valid property interest 
in the bonds. The husband contended 
that the executrix should include the 
bonds in the inventory of the estate. 
The lower court answered in the neg- 
ative, and the ruling was upheld by 
the Supreme Court when the hus- 
band appealed the case. 

After defining the three types of 
series “E” bonds (sole-owner, co- 
owner, and beneficiary), and the 
rules and regulations governing their 
issue and redemption, the court said: 

“In the great majority of jurisdic- 


| tions throughout the country, the 


surviving co-owner of a bond is con- 
sidered the sole and absolute owner 
of such bond in the absence of proof 
of any fraud or other inequitable 
conduct. No allegation fraud was 
made in the present case. 

“The majority view takes the posi- 
tion that the question involved is not 
one of gift, but rather of contract 
and that the Federal regulations, by 
reason of the authority of the Secre- 
tary of the Treasury to impose con- 
ditions upon the issuance of the bond 
and the incorporation by reference of 
such regulations in the bond, are part 
of the bond and constitute a contract 
between the bond purchaser and the 
issuer, i.e., the United States Govern- 
ment, and the surviving co-owner 
stands in the position of a third-party 
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beneficiary to such a contract. The 
minority view takes the position that 
‘The contract between the govern- 
ment and the purchaser of Govern- 
ment bonds fixed the legal title to the 
bonds for the purpose of protecting 
the Government against suits involv- 
ing title but does not and should not 
affect other legal rights of third par- 
ties or change settled rules of law not 
necessary to effectuate its purpose.’ ” 

The issuer of the bonds, i.e., the 
United States Government, cove- 
nanted with decedent through the 
medium of the Treasury regulations, 
that, upon the registration of the 
bonds in co-owner form, such regis- 
tration would be conclusive of the 
ownership and interest in the bonds. 
Upon the basis of that contract and 
agreement between the government 
and decedent, the named surviving 
co-owners of these bonds, as third- 
party beneficiaries, sek to establish 
their rights to the bonds. The rights 
of the surviving co-owners in these 
bonds arise not from a sale, a gift or 
a devise; they arise exclusively from 
the contract between decedent and 
the Government. 

“If it is established that the sur- 
viving co-owner of the bond was 
guilty of a fraud or other inequita- 
ble conduct in connection with the 
issue or registration of the bond, or, 
that the purchaser was guilty of in- 
equitable conduct in the purchase and 
registration of the bonds, such as 
acting in fraud of marital rights, 
many courts have properly taken the 
position that, even though the Fed- 
eral regulations absolutely control 
and govern payment of the amount 
of the bond to the surviving co-owner 
by the issuer, the Government, yet, 
upon payment being received from 
the Government by the surviving co- 
owner, the proceeds of the bond, not 
the bond itself, may be impressed 
with a trust.” 

In re Cochran’s Estate, 159 A. 2d 514 
(1960) 
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Federal 8 & L Converts 
to State Association 

A federal savings and loan associa- 
tion may convert to a state-chartered 


institution even though proceedings 
are pending for the Federal Home 
Loan Bank Board to take over direct 
control and management of the asso- 
ciation’s affairs. This was the recent 
ruling of the United States Court of 
Appeals for the Third Circuit. 

In 1958 the Greater Delaware Val- 
ley Federal Savings and Loan Asso- 
ciation had been granted a federal 
charter by the Federal Home Loan 
Bank Board pursuant to the Home 
Owners’ Loan Act. In 1958 serious 
differences arose between the FHLB 
and the officers and directors of the 
association concerning its manner of 
operation. After an investigation, the 
FHLB proposed to assume direct con- 
trol of the association. Mismanage- 
ment charges were made the subject 
of an administrative proceeding with 
a view toward appointing a conserva- 
tor for the association. 

While this was going on, the di- 
rectors of the association decided 
they had enough of federal super- 
vision, and approved a plan for con- 
verting to state status. A_ special 
shareholders’ meeting was called to 
vote upon the plan, and the conver- 
sion was approved by a large ma- 
jority. The necessary papers were 
filed with the Commonwealth of 
Pennsylvania, and the state banking 
department issued a formal certifi- 
cate of conversion. 

All this was accomplished before 
the Federal Home Loan Band Board 
was able to finish its proceedings and 
take over control of the association. 
The association then disregarded the 
FHLB and said that since it was no 
longer a federal institution it was not 
subject to federal regulation. 

The FHLB sued in a federal dis- 
trict court for a judgment declaring 
that the conversion from federal to 
state status was invalid. The district 
court held in favor of the association, 
and on appeal the ruling was affirmed. 

The FHLB presented three argu- 
ments to the court of appeals. The 
first was based on section 5 (i) of the 
Home Owners’ Loan Act, which reads 
in part as follows: “Any Federal sav- 
ings and loan association may con- 
vert itself into a savings and loan 
type of institution organized pur- 
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suant to the laws of the State .. .: 
Provided, (1) ...; that such conver- 
sion of a Federal savings and loan 
association into such a state institu- 
tion is determined upon the vote in 
favor of such conversion cast... ata 
special meeting called to consider 
such action, specified by the law of 
the State .. ., as required by such 
law for a State-chartered institution 
to convert itself into a Federal asso- 
ciation, but in no event upon a vote 
of less than 51 per centum of all the 
votes cast at such a meeting, and 
upon compliance with other require- 
ments reciprocally equivalent to the 
requirements of such State law for 
the conversion of a State-chartered 
institution into a Federal associa- 
EF an 

The FHLB said that since Penn- 
sylvania law required approval by 
the state banking department for a 
state association to convert to fed- 
eral status (which was denied by the 
Pennsylvania attorney general), the 
reciprocating provision in section 
5(i) required board approval before 
a federal association may convert 
into a Pennsylvania-chartered asso- 
ciation. Not so, said the Court, for 
the reciprocating provision is part of 
proviso (2) and deals with the man- 
ner of obtaining member approval. 

The FHLB’s next argument was 
that the pendency of the mismanage- 
ment proceeding aimed at taking 
over the association precluded con- 
version without the board’s consent. 
The court said that there was noth- 
ing in the law or even in the board’s 
regulations to support such claims. 

The final argument of the board 
also got short shrift from the court. 
The board said that the conversion 
was invalid since proxies were so- 
licited for the special membership 
meeting to vote on the conversion 
without an accompanying statement. 

The court ruled that the conver- 
sion was legally effective and that the 
association was a state association 
not subject to control or supervision 
by the Federal Home Loan Bank 
Board. 

Federal Home Loan Bank Board v. 
Greater Delaware Valley Federal 
Savings and Loan, (1960) 


BANKING BRINGS BETTER LIVING 


CONTINUED FROM PAGE 35 
compulsory savings process. This il- 
lustrates the effectiveness of a giant 
revolving credit fund, because people 
are borrowing and saving at the 
same time. As Mr. Chesley pays off 
his debt the money becomes available 
as credit for others. 
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While some special-interest groups 
go to great lengths to claim credit 
for building our national prosperity, 
the bankers have done more for the 
country and claimed less credit than 
anybody else. 

What can a banker do to help carry 
to the people the message that 


“Banking Brings Better Living’? 
There are many things he can do, 
and here are a few: 

1. Gather the facts 

2. Put the facts in a form that can 
be easily read, used in advertising 
and publicity. 

3. Educate the bank employees so 
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they can “spread the gospel” among 
their relatives, friends, fellow-club 
members and others in their circles. 
4. Seek out opportunities to speak 
to local groups of women, business- 
men and other community organiza- 
tions. : 
5. Offer to appear for interviews 





on local radio and television stations. 

6. Arrange “open house” visits for 
school teachers and students, and 
other groups, and have your officers 
give briefings to the vistors on the 
role of banking and the story of your 
own bank. 

7. Contact your local politicians, 
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legislators, Congressmen, and other 
key government leaders, and make 
sure they understand the story of 
banking and its service to the com- 
munity and nation. 

8. Participate in the public educa- 
tion efforts of your national and 
state banking associations. 


PERSONAL TOUCH IN LOANS 


CONTINUED FROM PAGE 33 

to our accounting department. The 
loan report also contains a listing of 
the day’s loan business, i.e., the size 
of each loan, what the money was 
borrowed for, who placed it with us. 

The loan report also provides a 
cumulative total of our current loan 
outstandings. These are broken down 
into seven controls to give us an up- 
to-date picture of our loan business. 

The controls include the number 
of loans in each category and also 
the dollar volume. A recent break- 
down showed a total of approxi- 
mately 7,000 loans for $4,000,000. 
Included were: 1,363 directly-placed 
ear loans; 1,765 personal loans; 1,- 
567 contracts other than auto; 709 
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indirectly-placed car loans; another 
1,527 of our own home improvement 
loans; and 54 dealer inventory loans. 

These controls are color coded and 
alphabetically listed by due date. We 
also note whether credit life insur- 
ance or accident and health insurance 
are included in the contract, as well 
as present and previous loans with 
the customer. 

We also keep an alphabetical list- 
ing of all our customers, indicating 
other banking services that they may 
be using. This master list and a di- 
rect line to the local credit bureau 
enable us to service a customer 
quickly. 

Our charge account banking and 
revolving credit plans have gone over 
very well since we introduced them 
in March, 1953, and March, 1959, re- 
spectively. These services round out 
our operation, and fulfill the objec- 
tives originally sought by Mr. Rogers 
when he initiated the instalment 
loan department in 1946. 

Mr. Rogers is still active in our 
loan operation. He meets with our 
loan committee on Thursday morn- 
ings and reviews the weekly accumu- 
lation of notes, delinquencies, etc. 


_ He is a member of the advisory com- 
| mittee of the A.B.A. commission on 


instalment credit and also  vice- 
president of the Consumer Bankers 
Association and president of the 
Indiana Bankers Association. 
Chairman of the Board Robert R. 
Batton is also interested in our pro- 


| gram. He is an able interpreter of 





Indiana banking laws, having headed 


the financial commission that wrote 
many of the laws governing our 
state institutions. 

When we pioneered 36-month auto 
loans in our area, Messrs. Rogers 
and Batton were more than willing 
to let us go ahead with the program. 
This complete accord on the part of 
management places us at a great ad- 
vantage when it comes to trying out 
something different in the way of 
advertising or operations. 

Our personal approach to custom- 
ers, for instance, carries through in 
our advertising, too. We make up our 
own newspaper ads, featuring photos 
of members of our staff, and send 
out personal memos to past custom- 
ers stating “from the desk of Jim 
Davis” or whoever else handled the 
account. 


Most of the material we use, how- 
ever, is in the form of direct mail. 
We use our present and past cus- 
tomer lists, make blind mailings 
from city directory leads, and also 
cover certain areas on a house-to- 
house basis. Statement stuffers and 
window displays are also used, al- 
ways with the name of some officer 
to contact. 


Our lobby windows are currently 
promoting car loans and charge ac- 
count banking, with copy specifying 
the officers to approach for further 
information. 


This personalized approach has 
worked very effectively for us, and I 
am sure that most other banks can 
also use it to good advantage. 


INDUSTRIAL DEVELOPMENT 


CONTINUED FROM PAGE 39 
ticular emphasis on new construction 


, and statistics which are pertinent 


to businessmen. In addition to our 
quarterly magazine, we also adver- 
tise our department from time to 
time in our local papers. And every 
year we devote a generous amount 
of space to our program in our an- 
nual report. 

We also cooperate with local and 


state Chambers of Commerce and 
the Missouri Division of Resources 
and Development. Many industrial 
prospects prefer to work through a 
bank. This is by no means a re- 
flection on our local or state organ- 
izations, but because some prospects 
feel that a bank can offer quicker 
service, more specialized information 
of certain types, and treat the re- 
quest in strictest confidence. We also 
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work closely with our correspondent 
banks whenever the opportunity 
presents itself. When a company ex- 
presses an interest in relocating or 
expanding in an area outside of 
Kansas City, we turn the informa- 
tion over to a correspondent and help 
him follow the matter through to its 
conclusion. As an additional service, 
we advise any correspondents re- 
questing help regarding their own 
problems in urban or industrial de- 
velopment. 

The purpose of our department is 
two-fold. First, to seek out non-local 
industries that are either expanding 
or decentralizing, and influence them 
in favor of a Kansas City location. 
Second, to help in the formation of 
new local industries and to promote 
the growth of existing industries 
here. 

Specifically, we give reliable pros- 
pects the latest information on the 
availability and costs of building 
sites and properties, taxes, utility 
rates, etc. We also compile informa- 
tion about existing industries that 
might be purchased by other com- 
panies wishing to diversify or ex- 
pand their activities. In this latter 
respect, the bank will provide, when 
practical, long term financing. In 
fact, our capital and surplus account 
is being raised from $30 million to 
$40 million this year, and we will 
be in a position to offer even more 
financial assistance to qualified com- 
panies. 

So far, we feel that our industrial 
development department has done a 


4 


Sd 


great deal of good. The first benefit 
we noticed was an increase of good 
will from our commercial accounts. 
The second benefit, new business, fol- 
lows naturally from the first. 

We have found that often the de- 
termining factor in the amount of 
business we get from a new company 
is the amount of help we have given 
the firm in settling in Kansas City. 
Once you have helped a company to 
that extent, the company shows its 
gratitude by naming you, and keep- 
ing you, as its local bank. The new 
Greyhound office is a good example 
of this. 

Although our department has only 
been established a short time, we feel 
that it has a bright future. At the 
present time, we are working on four 
industrial leads which we hope will 
be completed successfully, and we 


feel certain that there will be many | 


more of these leads developed in the 
years ahead. 


HE philosophy behind the depart- 
ment is best summed up in the 
words of our president, James M. 
Kemper, Jr.: “Bankers should take 


the initiative in helping their com- | 


munities to prosper. A higher level 
of business activity reflects itself in 


the financial well-being of all fami- | 


lies of the community. We’re proud 
of Kansas City, and we want busi- 
nessmen throughout the nation to 
know it. That’s why we are re- 
doubling our efforts to do what we 


can to help our city continue its | 


healthy, prosperous growth.” 


BANK-BY-MAIL MYSTERY 


CONTINUED FROM PAGE 41 
here!” nodded John firmly till his 
eyeglasses shook. 

“Ira Hinkley . . . sixty miles over 
on the Lake—let me see his order.” 

John held it out like a muskrat 
pelt. 

“Hm! it’s Iry’s note paper.” 

“Oh, it’s his all right,”’ said John. 
“Matches his old signature card to 
the last twist.” 

Director Clutchbill laid down the 
order. “It’s our policy to pay a feller 
his balance by return mail, but 
there’s something queer about this; 
Iry wouldn’t be drawing eight thou- 
sand unless he’s mad about some- 
thing. And what would he be mad 
about? I’m going to call him up. Give 
me that telephone.” 

“T want to talk with Iry Hinkley 
over to Pike Landing on the Lake,” 
shouted Mr. Clutchbill into the re- 
ceiver. “What?” he grated after a 
long breath-holding wait, “‘you can’t 
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get him .. . they report the line is 
busted, you say?” Mr. Clutchbill 
chewed his gums slowly as he hung 
up. 
The old director gave John a long, 
queer look. “John, I believe some- 
thing strange has happened over 
there to Pike Landing. I’ll mail this 
money myself.” He lifted the plump 
envelope from John’s desk and 
crowded it slowly into the ample 
breast pocket of his coat. 

Director Clutchbill, however, did 
not mail the large envelope when he 
passed the post office. He kept on up 
the street, passed the Temple of 
Mirth in the theater district, pressed 
steadily by Mrs.’ James Newton’s 
eating house, and a quarter of a mile 
farther on climbed up his own steps 
and sank thoughtfully into a low, 
black rocker on his back porch. He 
had fits of rocking rapidly and mut- 
tering to himself. “It’s our policy to 
get it going, and it ain’t safe to take 


Mobilehome Market 
Growth Predicted 


In a speech made at the Missouri 
Mobile Home Assn. annual meeting, 
Leonard Bantz, executive vice presi- 
dent of Mobile Home Dealers Na- 
tional Assn. forecast a thriving 
future for mobilehomes. “. . . In the 
next decade,” he said, “. .. two mar- 
kets make the future of this indus- 
try fantastic: NEWLYWEDS and 
RETIRED FOLKS.” Bantz cited 
figures showing that 18-24 age 
newlyweds who numbered 15-mil- 
lion in 1955 would total 1914-mil- 
lion in 1965... and 24-million in 
1970. This age group’s tendency to 
change jobs more often — and 
probability of military service — 
makes a mobilehome practical as 
well as economical. People over 
65 are increasing — from 14-mil- 
lion in 1955 to a predicted 18%- 
million in 1965 and 21-million in 
1970... and for their fixed modest 
incomes a mobilehome is both con- 
| venient and practical. 

Bantz cautioned that the indus- 
| try’s growth is highly dependent 
| upon the availability of “more and 
better parks”, and thus indicated 
that park development is becoming 
| increasingly attractive to venture 
capital. » tars 


Mobilehome Industry 
Interests Bankers 


Frank D. Boynton, founder of 
Pioneer Finance Co., Detroit, spe- 
cialist in mobilehome financing, 
writes in The Financial Analysts 
Journal, “one out of every 9 hous- 
ing starts in 1959 was a mobile- 
home. Better park facilities, plus 
a growing awareness on the part 
of banking interests ... of the 
strength and stability of this indus- 
try indicate continued growth in 
the years ahead.” 

¢ ¢ ¢ 
MEHPDC Provides 
Consultant Service 


| The Finance Division of Mobile 
| Home Manufacturers Assn. has 
| been provided with specialized con- 
sultant service by the Mobile Home 
Park Development Corp. of Chicago 
—a service which includes assist- 
ance in special areas of mobilehome 
finance and banking, general con- 
sultation cooperation, submission of 
park construction and operating 
costs and profit yields, and other 
park projects and programs. 
















News Highlights “~~ 
On An Important 
American Industry 
Presented Toward a 
Better Understanding 
of Mobile Home Life. 


FOREMOST INSURANCE CO., GRAND RAPIDS, MICH. 
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it over,” he kept saying. At last he 
went to the end of the porch and 
gazed toward the west at a distant 
range of mountains as though trying 
to fathom the mystery they hid from 
him far over in the Lake country. 

His mind was made up. He went 
down the steps and directly to the 
post office where he handed in the 
large envelope and learned that it 
would leave on the 1:30 p.m. south- 
bound train and be delivered by stage 
at the Pike Landing post office at 
about noon the next day. 


ROM the post office he hastened 

directly to the cottage of his old 
friend Cal Bannister at the south end 
of the village. He found Mr. Ban- 
nister in the woodshed with a dying 
cob pipe in his mouth and a fishing- 
rod tip which he had just wound and 
varnished. 

“Cal,” announced Mr. Clutchbill, 
sitting down on a wheelbarrow in the 
twilight of the woodshed, “I expect 
I’ve just sent eight thousand dollars 
to a dead man.” 

“Aaron, be you sober?” Mr. Ban- 
nister’s nose worked rapidly for a 
moment. 

“Cal, I’m going to Pike Landing 
tomorrow. I expect to find Iry Hink- 
ley lying dead on the floor of his little 
post office over there on the lake, if 
the body ain’t been dragged out of 
sight yet. The eight thousand I sent 
will land there tomorrow noon. Some 
one that’s alive is watching for that 
eight thousand. Are you willing to 
take me over there in your car? . 
of course I recommend your taking 
your turkey rifle.” 

“You really believe there’s been 
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murder done?’ demanded Cal Ban- 
nister, busily combing his cavalry 
mustache with the stem of his corn- 
cob pipe. 

“I can’t just make out the details, 
Cal, but it looks as though something 
hellish had happened over there in 
that lonesome hole and no one knows 
it but me.” 

“Of course I—I’ll go!” nodded Cal, 
“but I don’t like it. Suppose we’re 
caught standing over a corpse with 
eight thousand in one hand and a 
rifle in the other.” 

“T admit,” retorted Mr. Clutchbill, 
“the thing could turn into a trap. 
I’ve a good mind to go alone... it’s 
too much to ask of any man.” 

“T can’t allow that, of course. I’m 
merely warning yuh.” 

“We’ve got to start early because 
it’s important I get there ahead of 
the mail stage.” 

“T’ll be up to your house at 8 
o’clock with my auto and my turkey 
rifle.” 

“Yeah,”’ nodded Mr. Clutchbill rev- 
erently, “and I believe, Cal, I’d load 
the rifle before we start ... we might 
want it sudden.” 

Little was said by the two warriors 
the next morning as they jarred 
grimly over the gravel “washboard” 
and clawed through the mountains 
toward the Lake country. Each real- 
ized the battleground must be viewed 
before talk could amount to anything. 
Once Mr. Clutchbill did ask Cal how 
far the rifle was good for, and Cal 
had stated he could calculate on one 
mile. 

“°Twas called a ‘mile gun’ and was 
made by Ferris, the great gunsmith. 
She holds a record of nine barrel 
heads out of ten at a mile... with 
the telescope sight, of course.” 

“Naturally,” said Mr. Clutchbill. 

At 11 o’clock they came to the four 
corners in the Lake country for which 
they had been on a sharp watch. 
They turned north five miles and at a 
weathered signpost reading “Pike 
Landing. 2 Miles” they dipped down 
toward the lake. 


HE road became narrow and 

pitched up and down dells around 
sudden curves. One farm was passed 
on which a man was innocently mow- 
ing rowen, little dreaming of the 
desperate errand the two men were 
on who occupied the open roadster 
which rattled past his door. 

“We must be getting close,” re- 
marked Mr. Clutchbill some moments 
later. “Quiet her all you can, Cal, so’s 
we can come onto the lake cautious- 
like.” 

For the most part it was a gentle 
down grade and Cal let the car “free- 
wheel.” 

Suddenly they coasted around a 


sharp corner and the lake sprang 
at them. A little, ancient, white 
building perched on a green mound 
straight ahead. Back of it the lake 
began and spread a girth of a mile 
across the narrows. The car drifted 
up to the little building and stopped. 
For a moment the two men sat there. 
The silence was ominous. Mr. Clutch- 
bill and Cal looked slowly around the 
place and then at each other. They 
got out quietly and the silence came 
up close and gazed on them sadly. 
The door of the little post office stood 
wide open showing a dim, shadowy 
interior. 

Mr. Clutchbill could distinctly hear 
his heart beat as they made their way 
with unwinking eyes up to the little 
porch and eased through the door. A 
rapid glance around revealed a nest 
of some ten boxes dimly numbered 
and a small open wicket on the left. 
Beyond it was a short, smoky glass 
case with two boxes of cigars and a 
few glass trays of assorted candies. 
Cal Bannister looked with a profes- 
sional eye at a fishing rod resting 
horizontally on nails on the back 
wall. From it a red and white winged 
pickerel spoon dropped like a plum- 
met toward an old double-barrel duck 
gun. 


GLANCE over the counter re- 

vealed no corpse with stark up- 
turned eyes on the floor. Mr. Clutch- 
bill and Cal next took up the matter 
of a rear door also open. A small 
work shop with ancient carpenter’s 
tools scattered about, offered a silent 
greeting as they entered the second 
and last room. Mr. Clutchbill absent- 
ly reached up and felt curiously of 
the teeth of a bucksaw hanging on 
the wall. The saw came down with a 
startling clatter causing both men to 
freeze in their tracks. 

“‘Whee-o-o! I wouldn’t of thought 
my nerves were that jumpy!” 
breathed Mr. Clutchbill, giving tongue 
for the first time in the awful 
silence. 

“There certainly ain’t nobody 
here,” stated Cal in a disappointed 
voice, “and there ain’t no blood 
around.” , 

“Probably he was hit with a piece 
of lead pipe and dragged back into 
the brush,” breathed Mr. Clutchbill 
huskily. “We'll have to...” 

Two sudden light pads sounded out 
on the porch. 

Mr. Clutchbill and Cal turned and 
backed into each other, facing the 
door. 

“Hm! I thought I heard a noise! 
What’s going on here?” inquired a 
small, wizened man standing in the 
doorway in faded yellow tennis 
sneakers. 

“Don’t yell so in the presence of 
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the dead,” said Cal soberly. 

“Hold on, Cal. This is the corpse, 
if my memory is still intact.” 

“Corpse?” whistled the little man 
through a full beard. 

“There’s no mistaking it... you’re 
Iry Hinkley, ain’t you?” inquired 
Mr. Clutchbill. 

“T certainly be.” 

“Well,” resumed Director Clutch- 
bill, “I am Clutchbill of the Ferndale 
National over in Ferndale where you 
keep your savings account. We got 
your book and an order in your hand- 
writing for all you had in.. . eight 
thousand, andI!.. .” 

“Ain’t no such thing. My pass book 
is right over there in the money 
drawer where it’s been for thirty 


years.” 

“IT don’t believe it’s there, Mr. 
Hinkley,’’ said Mr. Clutchbill 
strangely. 


“You mean to tell me I don’t know 
where my own property is?” squalled 
Ira Hinkley, walking behind the post 
office wicket and yanking out a 
drawer. 


ITH the drawer out, the little 

man with the whiskers slid for- 
ward a wooden coin-tray with bowl- 
like depressions and dropped a horny 
hand into the drawer. The knuckles 
rattled around the wooden sides of 
the drawer a half dozen times, then 
Mr. Hinkley put in another hand and 
began to paw feverishly like a spaniel 
dog at a woodchuck hole. Three one- 
dollar bills and a limp blue-winged 
money order book flew out and fiut- 
tered to the floor. 

“Well, that beats hell!” stated Mr. 
Hinkley, bending down and holding 
his head on one side to focus one eye 
into the dim recesses of the drawer. 

“°’Tain’t there, I tell yuh,” per- 
sisted Mr. Clutchbill firmly. “It’s in 
an envelope you’ll get when the stage 
comes in with the mail this noon, and 
what’s more, there’ll be eight thou- 
sand in greenbacks in the envelope.” 

“Envelope!” yelled Mr. Hinkley, 
snatching both hands out of the 
drawer and plunging them into one 
of the post office boxes. “Envelope! 
there was a big envelope for me... 
the stage has come and gone—I 
didn’t open it because that cuss is in 
such a hurry to get off fishing with 
my skiff ... the row lock was busted, 
ME sil 

“What cuss?” snapped Mr. Clutch- 
bill suddenly with every hair alert. 

“Why, darn it! the young feller 
I’ve been renting my skiff to every 
day for the last two weeks. He’s down 
on the shore now waiting to get 
started.” 

Director Clutchbill took a hurried 
step forward. “Mr. Hinkley, has that 
envelope come . . . and is it gone?” 
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“Of course it’s gone!” yelled Mr. 
Hinkley running one hand in and out 
of an empty post office box. 

“Get that feller you mentioned,” 
squalled Mr. Clutchbill instantly. 

Mr. Hinkley for a full moment 
stared at Director Clutchbill as the 
truth stole through his veins like the 
hand of death. Suddenly he rushed 
into the back room and threw open 
a shuttered window. “Henry!” he 
screamed as he ran his head through 
the window. But instantly he jerked 
it back and jumped into the air. “He’s 
rowing like hell across the lake!”’ 

“T seen through it the minute you 
mentioned him,” hollered Director 
Clutchbill rushing to the window. 

The instant the old director saw the 
distance the thief had made out on 
the lake, he turned to Mr. Bannister. 

“Cal, get your turkey rifle!” 

“Get it!” Ira Hinkley ran half way 
to the door with Cal. 

Under the spur of a swift lope, Cal 
was not over half a minute. In the 
meantime Mr. Hinkley had procured 
a battered telescope and was watch- 
ing the boat. 

“Aim right into his middle,” or- 
dered Mr. Hinkley as Cal ran the 
great turkey rifle through the win- 
dow. 

For a long moment the three men 
held motionless with tongues clamped 
to the roofs of their mouths. 

Suddenly Mr. Bannister recoiled 
back into the room. A blast shook 
the building. A geyser of water rose | 
beside the boat far out on the lake. | 

“Missed!” squalled Mr. Hinkley 
gloomily, fiddling his telescope rap- 
idly back and forth on the window 
sill. “Give me that rifle!” 

“T’ll take that rifle!” stated Mr. 
Clutchbill in cool commanding words. 

“T wouldn’t advise either of yuh to 
shoot her.’ cautioned Cal. “And 
Aaron, you’re a slight man. . she'll 
bust your collar bone sure.” 





| 
664 ‘IVE me that rifle!” said Mr. | 
Clutchbill again. | 
“Hell! give it to him... what’s| 
one rib more or less in a time like 
this?” Ira Hinkley tipped his whisk- 
ers and jaw out till they were within 
an inch of his nose, and they were 
not far from Cal’s. “He’s got $8,000 
of my money and three roads to lose 
himself on if he ever gets across the 
lake!” 
Cal had already dumped a larger 
charge of fine rifle powder down the 
barrel and was now running down a 





bullet almost as long as a young 
Roman candle. 

He stuck a cap on the priming tube 
and held out the rifle to Mr. Clutch- 
bill without another word while in- 
voking silent prayer. 


Mr. Clutchbill instantly shoved it [is 
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over the window sill and drew a bead. 
Once he shook like a wet spaniel in 
the throes of buck fever, cussed 
briskly and again bent his cold grey 
eye over the sights. Both Cal and Ira 
took time out to catch a new lungfull 
of wind. But now the great rifle had 
steadied like a liner come to anchor. 
Without warning Mr. Clutchbill 
screeched back into the room on the 
soles of his shoes. The air near at 
hand screamed with the blast, but out 
on the lake a mess of splinters and 
spray leaped toward the heavens. 
“Got him .. . I think!” uttered 
Ira Hinkley, sawing the telescope 
rapidly around on the window sill. 
“Yeah ... yes—the west side of the 
skiff is punched out . . . the oars is 
gone—now he’s bailin’ with his hat. 
Come on! my other skiff. We’ll have 
to paddle with a busted oar .. . he’s 
got the only whole set on the place!” 
Half way across the lake they pad- 
dled cautiously up to a skiff with a 
hole stove through her. A thin, red- 
headed man in his early thirties was 
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bailing with the rapidity of a miner 
working a new gold sluice. 

“Slick, wasn’t yuh? Forged my 
name,” squalled Ira Hinkley in a thin, 
warlike voice. 

“T’ll take that envelope,” grated 
Director Clutchbill, snatching at a 
bulky object in the man’s coat pocket 
as they dragged him into their skiff 
and headed back to shore. 


N hour later after they had helped 

Ira Hinkley deposit the thief in 

the county jail and were speeding 

back toward the mountain country, 

Mr. Clutchbill turned once and 
shouted in Cal’s ear: 

“Keep your heel punched down on 
that gas stinger ... I’ve got to get 
there before John closes the vault— 
this eight thousand is scalding my 
ribs.” 

A roar came out of the car and the 
fenders were flapping up and down 
like a hound’s ears when they hit the 
heavy grade on the mountains. 


66 ERE she is,” bellowed Cal 
over the roar of the engine two 
hours later. He nodded toward the 
Ferndale church spire on the horizon. 
“Ten of three,”’ shouted Mr. Clutch- 
bill under Cal’s right eye. 

A plume of steam resembling the 
head cockade of a prima donna leaped 
from the radiator cap as they bunted 
the curb in front of the Ferndale 
National. 

“Let me in!” yelled Director 
Clutchbill, pounding on the door. 


e 


a 





WILD pair of eys rose cautious- 
ly over the window curtain. In a 
moment the door opened. Mr. Clutch- 


bill and Cal staggered in. Mr. Clutch- | 


bill backed dizzily around twice and 
sat down in a chair. He held out a 
bulky brown envelope. 

“Put it in the vault,” he whispered. 

“The eight thousand!” John’s eye- 
brows leaped up under his hair. 

“Yeah,” said Cal carelessly, taking 
a cob pipe out of his mouth and look- 
ing strangely at the teeth-splintered 
stem, “we caught the bandit.” 

“What! it wasn’t Iry Hinkley’s 
writing . . it was a forgery?” 

“Of course,” stated Cal, swallow- 
ing contentedly. 

“But how ... what made you sus- 
picious?” John turned to Director 
Clutchbill. 

“Two things that’s worth knowing 
in these times. I’ve settled a lot of es- 
tates in the last fifty years and no 
one knows better than me how care- 
less old people like Iry Hinkley get 
about leaving valuable things around. 
They get forgetful and trusting in 
their old homes. I thought of that 
and added it to the fact there’s more 
crooks loose in this country than the 
world has ever known. John, there’s 
never been a time when a bank has 
had to be more careful than now 
.. . don’t pay any big withdrawals 
through the mail without telling me.” 

“You understand how it is, John,” 
said Cal, and then to Mr. Clutchbill: 
“Come, Aaron, we’ve got to be going. 
There’s Justice to ’tend to.” 
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THE TRUST PROFIT PROBLEM 


CONTINUED FROM PAGE 37 
tucky a third, Honolulu, Hawaii a 
fourth, but in most of the other large 
centers the corporate fiduciaries 
come out a very poor second when 
fiduciary appointments are analyzed. 
In this respect the big trust depart- 
ment in the big city finds precisely 
the same problem as the small de- 
partment in the small city. 

Our surveys further indicate that 
it is rare for trusts to be created 
under wills naming individuals as ex- 
ecutors. When the surviving spouse 
or other relative is named, there is 
generally a simple will, with no 
thought having been given to the 
protective or tax-saving features of 
the testamentary trust. This fact is 
true in large and small cities. 

Having trained over 450 trust so- 
licitors for large and small banks all 
over the United States, and having 
worked closely with a large number 
of them, we know something about 
the reaction of trust prospects in any 


city to the appeal of the corporate 
fiduciary. It is definitely not ‘‘a long 
hard battle to develop any business 
in a community where the surviving 
spouse or other relative has always 
acted as executor or trustee.”” When 
the advantages of estate planning 
and the services of an experienced 
corporate fiduciary are properly pre- 
sented through motivating advertis- 
ing and the skilled salesmanship of a 
trust solicitor, there is no problem 
whatsoever in convincing the aver- 
age prospect that he’d be a lot better 
off in naming his bank to handle his 
estate and trust than.a relative or 
other individual. 

With reference to the first part of 
Mr. Bennett’s statement relating to 
the poor profit potential for small 
trust departments in smaller commu- 
nities, the smaller community today 
usually contains a substantial num- 
ber of wealthy trust prospects who, 
if properly approached, are more 
than happy to name the local bank as 
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executor and trustee. It is signifi- 
cant, too, that the trust business rep- 
resented by these prospects can turn 
nearly any small trust department 
into a very profitable operation. We 
at Kennedy Sinclaire are constantly 
amazed at the tremendous volume of 
wealth in the smaller cities and 
towns in the United States. 


ATURALLY, it would be fool- 

hardy to say that any town or 
city can support a profitable trust de- 
partment, but to say that it is an im- 
possible task for banks in smaller 
communities to have a_ profitable 
trust department is to completely ig- 
nore a great mass of incontrovertible 
evidence to the contrary. No conclu- 
sion about a given community should 
be drawn until a careful analysis of 
the probate market is made and, in 
our experience, it is seldom that a 
bank would not be justified, on the 
basis of a market analysis, in push- 
ing its trust department to a profit- 
able conclusion. 

Here are a few small and moder- 
ate-sized cities where trust depart- 
ments of banks are nicely in the 
black and have been for years: 

A bank in a town of 1,812 souls in 
Vermont has a fifteen million dollar 
trust department and operates a com- 
mon trust fund. A bank in a city of 
19,000 in Pennsylvania revitalized its 
trust department about six years 
ago. In three years the department 
was making money. 

A trust department in a New Eng- 
land city of 40,000 regularly makes 
a profit in its trust department. As 
a matter of fact, in recent years the 
net income has approximated 40 per 
cent of the gross income. 

A bank in another New England 
city of 100,000 netted $125,000 in its 
trust department last year, and this 
amounted to over 50 per cent of its 
gross income. 

A city in New Hampshire with a 
population of 35,000 has a probate 
market of about $8 million a year in 
estates values at over $20,000. A few 
years ago one of the banks there de- 
cided to push its trust department 
out of the red with an aggressive 
new business program. It is now 
firmly in the black and improving all 
the time. 

At the other end of the pole are 
several banks in an eastern city of 
3,000,000, each of which is grossing 
over four million dollars a year and 
netting anywhere from a million to 
a million and a half in its trust de- 
partment. An officer of one of these 
banks wrote me, “The net profits of 
the trust department were equivalent 
to one seventh of the bank’s net prof- 
its. This may not seem like a large 
figure, but to me it is a very signifi- 
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cant contribution to the bank’s net 
earnings when related to compara- 
tively recent years when no contribu- 
tion to earnings, or even a loss, was 
attributed to trust operations.” 

Of course, the banks in this city 
have been soliciting new trust busi- 
ness for many years with large high- 
ly trained staffs. It is axiomatic that 
profits will vary directly with the 
extent and duration of the new busi- 
ness effort. A large or small bank 
can make a healthy profit in its trust 
department if it will make an effort 
to get the business. Too often a bank 
is defeatist about its trust depart- 
ment, and management’s cry that 
you can’t make any money in the 
trust department reflects merely an 
unwillingness to try. 

The cases I have cited here are 
only a few of very many examples of 
banks that have conscientiously and 
intelligently solicited trust business 
for years. The effort has paid off and 
will continue to pay off. A bank, for 
example, in a moderate-sized city in 
Florida in a period of five years near- 
ly doubled its trust assets, did dou- 
ble its gross income to $200,000 and 
netted $60,000 in 1959. They feel 
that this is only the beginning. 

Mr. Bennett’s comments on the 
losses incurred in the trust depart- 
ment of the majority of the New 
York City banks indicate that even 
in the largest metropolitan area in 
the United States, with the opportu- 
nity to develop a great volume of 
business, the banks haven’t yet 
found the key to trust profits. Here, 
obviously, the answer lies in factors 
other than mere volume of business. 
Possibly the key to profitable opera- 
tions can be found in the willingness 
to charge adequate fees for service 
rendered. In this respect is trust de- 
partment policy with regard to fees 
often determined by the commercial 
side of the bank? Is the trust depart- 
ment used merely as a tool to hold old 
customers or to get new ones? Has 
an adequate new business program 
been developed to obtain the billions 
of dollars in trust business that is 
presently not going to the banks? 


UALITY of business and ade- 

quate fees are probably more 
important than pure volume. Indeed, 
I have seen many trust departments 
whose dreams of profits will never be 
realized simply because they will be 
handicapped for generations by thou- 
sands of small, hard-to-administer, 
low-fee pieces of business that act as 
an anchor on the forward progress of 
the trust department. 

On the basis of the evidence sub- 
mitted, I should like to summarize 
my remarks with these conclusions: 

1. With the tremendous growth 
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and redistribution of wealth in the 
United States (one out of every hun- 
dred people has an estate of over 
$60,000) the average small prosper- 
ous city offers the local trust depart- 
ment an adequate volume of business 
to produce healthy profits for the de- 
partment. 

2. Quality business, adequate fees 


and adequate volume are the criteria 
of the profitable trust department in 
a city of nearly any size. 

3. Obtaining the quality type busi- 
ness that will bring profits to the 
trust department is not an automatic 
process. Sound advertising and effec- 
tive personal solicitation are required 
to put the business on the books that 
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will result in healthy trust profits. 
The conditions are right for prof- 
itable trust department profits; what 
is needed is positive thinking on the 
part of bank management about the 


trust department—vision to see the | 


great profit potential in the dynami- 
cally growing trust market and the 
courage to do something about it. 


SELLING TRUSTS VISUALLY 


CONTINUED FROM PAGE 37 
pect’s family. It is surprising how 
few people realize how much of the 
dollar’s value has been sliced away 
by inflation. When this “slicing” 
process is visually demonstrated, the 
effect upon the future welfare of the 
prospect’s family becomes a “living” 
matter (see chart 1, page 36). 

The trust officer can demonstrate 
what the prospect’s family will have 
to face in the way of inflation in the 
future when the salary of the head 
of the household drops sharply on 
his retirement and stops altogether 
when he dies. All of this points up 
the requirement that the family must 
live on the earnings of the capital 
left in the estate or on the capital 
itself. With inflation eating away 
the dollar, the importance of protect- 
ing capital can be easily illustrated. 


HART 2 indicates the serious- 
ness of the dollar’s declining 
value. Let’s examine the capital re- 
quired to earn $5,000 of the 1940 
dollars if invested in stocks and 
bonds. As the prospect can see from 
the chart, the capital required is over 
twice as much in 1959 as in 1940. 
Then let’s examine the huge dol- 
lar erosion that results from the 
income tax (chart 3). Note how 
much the income tax has increased 
from 1940 to date on a $5,000 in- 
come. Here you, and the prospect, 
can see the tax which may have to 
be paid by the widow because of the 
loss of the split-income provision 
when her husband dies. 

This is how the visual trust sale 
works, and it is equally effective as 
you go on to other aspects of the 
sale. Few individuals, for example, 
are aware of the impact of the Fed- 
eral estate tax. Most think of it as 
a nominal tax. Others lump it with 
the state inheritance and estate tax 
and consider the two of minor con- 
sequence. The majority of people are 
shocked when they see the Federal 
estate tax return (chart 4) form 
which must be filed by the executor. 
It is then that they realize that 
jointly owned property and life in- 
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farses: 


Trust men attend Kennedy Sinclaire training class 


surance are to be included in the 
taxable estate. 

Visual aids to illustrate the size 
of the estate tax and the property 
that must be included in the taxable 
estate bring to light facts to replace 
inaccurate knowledge, most of which 
arises through vague hearsay. Talk 
on such subjects invites argument. 
The facts, when shown visually, pro- 
duce proof through the eye. The 
visual aid, thus used, has an impact 
far greater than words. And, be- 
cause few trust prospects realize the 
predicament their property will face 
at their death, it is necessary to 
make visual impact to awaken the 
prospect to the need for action. 

Few persons of property are in 
the habit of reviewing their estate 
plans once a year. Most, unless 
startled by some printed word, or 
sales call, or the death of a friend, 
will get by in a lifetime on a will 
plus one revision. Selling trust busi- 
ness can be time-consuming, there- 
fore costly, unless some method is 
used to speed up the education of the 
prospect. Visual aids, which show 
the flow of property from husband 
to wife to children, with the slices 
that taxes and costs are apt to take, 
make the condition real to the 
viewer. 

No sales presentation is a mono- 
logue; the prospect asks questions 
which demand answers. A _ visual 
presentation keeps the salesman “on 
the beam.” He can answer the ques- 
tions, and then has before him in 
visual form the point to which he 


must return. Visual aids have, then, 
an added value in controlling the 
sequence of ideas that must be sold. 
They save valuable time for the trust 
new business man and the prospect 
as well. Further, it has been my ex- 
perience that wealthy people respect 
the intelligence of a salesman who 
has a sales presentation that is easy 
to see and understand. Trust pros- 
pects are busy. They are also fa- 
miliar with visual aids. 


HERE is another situation in 

which visual aids can be very 
effective. Two of the most productive 
sources of good trust prospects are 
the board of directors and members 
of the bank’s official staff. Yet di- 
rectors and officers are prone to 
downgrade trust business. They can- 
not be blamed for this. They hear a 
great deal about the problems that 
arise in managing property, but they 
are, for the most part, unfamiliar 
with the trust market that sits inside 
and outside of their own bank. 

There is no better material to tell 
the story of the trust market than 
charts in the form of visual aids. 
Figures are necessary, of course. 
Figures from the probate courts and 
figures used to illustrate the tax bite 
form the basis in any argument for 
trust service. But what is more 
deadly than figures, and more figures, 
read from sheets of paper! But illus- 
trate the figures by means of bar 
charts, graph charts, in color, and 
you have a sales presentation that 
sells trust service benefits. 
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PRODUCTS AND SBRVICES 








Fast Action . .. A new high volume 
rotary card file that provides instant 
access to any one of 200,000 cards in 
less than three seconds was recently 
introduced by the Mosler Safe Company. 
Called the “Selectronic Record File,” 





the unit is designed to house any size 
card. Trays to hold records of different 
sizes may be used simultaneously. The 
file is controlled by a Selectronic key- 
board with recessed selector keys. A 
touch of a key engages a “Selectronic 
Brain” which determines the direction 
of rotation to bring the cards to the 
operator. The file occupies only 84% 
inches by 39% inches of floor space. It 
includes a shelf for a posting machine 
or typewriter and an operator’s locker 
for personal belongings. Further in- 
formation may be obtained from the 
Mosler Safe Company, 320 Fifth Ave- 
nue, New York 1, New York. 
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Noise Killer ... A new typewriter 
pad specifically designed to reduce both 
noise and vibration was recently intro- 
duced by Ace Lite Step Co., 1708 S. 
State Street, Chicago 16, Illinois. Since 
the typewriter can’t “walk” over its 
surface, the pad also prevents it from 
falling. According to the manufacturer, 
the waffle design of the base provides 
a suction grip which makes it slip 
proof. Hundreds of springy air pockets 
in the base deaden the noise and also 
serve as shock absorbers which prolong 
the life of the typewriter. The pad is 
available in several colors including 
black, maroon, gray, green, red and blue 
tep layer finishes. 
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On The Ball... A free, 16-page book- 
let describing colored ball point pens 
that can be used with “Thermo-Fax” 
copying machines is available by writ- 
ing Dept. SO-216, Minnesota Mining 
and Manufacturing Co., St. Paul 6, 
Minnesota. Listed are more than 150 ball 
point and liquid graphite pens made by 
over 50 well-known manufacturers, all 
of which have been rated according to 
their ability to give clear, sharp repro- 
ductions when used with any “Thermo- 
Fax” copying machine. The booklet lists 
a wide range of products in all price 
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ranges and a variety of colors includ- 
ing red, green, blue, black and blue- 
black. 
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Magnetic Ink ... An advertising and 
education program designed to help 
banks win acceptance for Magnetic Ink 
Character Recognition has just been pre- 
pared by Atlas Advertising, Brookline, 
Massachusetts. It is a comprehensive 
campaign using newspaper advertising, 
publicity, direct mail, and employee 


orientation. The program is in two | 
phases—first, education covering the ad- | 


vantages—then the check change-over. 
The aim is to gain understanding and 
acceptance for M.I.C.R. and to create a 
favorable public relations ‘image’ for 
the bank during the period of change. 
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Building Tips . . . Ready for a new 
building ? If you are, a new free book- 
let, entitled, “7 Money Saving Ideas from 
Stran-Steel,” will provide you with many 
helpful suggestions. The booklet dis- 
cusses items such as fire safety, ventila- 
tion, financing, etc., that should be con- 
sidered before the plans are drawn. 
Some of these points could be easily 
overlooked, and result in a building of 
higher cost, lower efficiency, and lower 
resale value. Many vital questions are 
answered in this free booklet, available 
from Stran-Steel Corporation, a Division 
of National Steel, Detroit 29, Michigan. 
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Hang It ... A new deskside inter- 
com, introduced by the Talk-A-Phone 
Co., of Chicago, an intercommunications 
manufacturer, offers more efficient use 
of office work space by providing versa- 
tile placement of the units. According 
to the manufacturer, a bracket attach- 
ment, optional with all new Talk-A- 
Phone office and industry models, makes 
it possible to place the intercom on the 
side of a desk, on a wall, table, or in 
other positions, thus freeing additional 
work space. Additional information may 
be obtained by writing to Talk-A-Phone 
Co., 5013 N. Kedzie Ave., Chicago 25, 
Illinois. 
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Unique Ceiling...A new full-color 
brochure, describing the recently de- 
veloped Leaf-Lite Luminous Ceiling, is 
now available. The Leaf-Lite Ceiling, 
developed by the staff of Luminous Ceil- 
ings Inc., has passed the test installa- 
tion period with several very successful 
bank constructions in the United States 
and Canada. The brochure, illustrating 
this unique, textured architectural ceil- 
ing, can be obtained by writing Lumi- 
nous Ceilings Inc., 3701 N. Ravenswood 
Ave., Chicago 13, Illinois. 











ABBOTT 


SORTER COUNTER 


The finest sorter counter on the market to- 
day, not a re-styled machine, but completely 
new and completely tested. It requires only 
15” x 13” of counter space. 


FAST AND EFFICIENT—Counts and sorts over 400 
coins a minute. Positive pickup, heavy duty motor. 


EASY TO OPERATE—One control clears the regis- 
ters and activates the machine. 


EASY TO SERVICE—50% less counting mechanism 
parts, insures easy inspection and positive ad- 
justment. 





ABBOTT PAYER 


This streamlined, economical payer, which 
sells at $100.00 less than comparable units, 
is fully guaranteed, available with roll out 
chute bank or payroll attachments, and with 
right or left hand delivery. Available also as 
changer. 


ABBOTT COIN COUNTER CO., INC. 


Riverdale Ave., Greenwich, Connecticut 
JEfferson 1-7900 
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COMPUTENCE 


total competence in computation and data processing 


The term: the essence of Burroughs Corporation, expanding the meaning of compu- 
tation to new, unique dimensions. Its breadth: total systems competence in computa- 
tion and data processing throughout business, science, space exploration, defense. 
In business and science: hundreds of desk-size, medium- and large-capacity 
electronic computers at work in varied fields, from banking to industry. Recently 
expanded, this busy computer family now includes the B251 Visible Record Computer 
which reads and sorts basic accounting media, computes, selects and posts directly 
to the correct accounting records. In space and defense: data computation for 
Polaris and the SAGE system; miniaturized airborne data processors for ALRI; Atlas 
ICBM guidance computers which have placed the Explorer |, Transit and Midas Il 
satellites into orbit. The future: imaginative new dimensions in “Computence” to meet 
the change and challenge of anew age...in business and science, space and defense. 







Burroughs Corporation Burroughs ‘‘the mark of COMPUTENCE”’ 














We BURN THE MIDNIGHT OIL 6 NIGHTS A WEEK 


... to make absolutely certain we process and send every single item the moment it comes 
in. This means as little as possible float time and as fast as possible final determination 
for our correspondents. And, in most cases, we save much more time by sending direct. 
In Michigan, for example, approximately 85°> of our dollar volume is sent direct by the 
fastest way. And we’re the only bank in the state that operates round-the-clock to do it. 
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have a banking relationship with us. If you’ll write or call, we'll be happy to tell you 
about the other advantages you'll enjoy as a correspondent of National Bank of Detroit. 
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